HE FEED BAG most 


sincerely wishes its read- 


Che feed 


ers and friends a Merry 


Christmas and a Happy, 


Prosperous New Year. We re- 
joice in our third opportunity to 
broadcast this message of good 
will as ‘‘The Dealers’ Paper of 
the Feed Industry’. In this 
connection, we especially re- 
member our advertisers —— the 


fellows who make it possible for 


| 
us to put a greater and more 
interesting copy of The Feed 

Bag in the hands of 2600 dealer Le Le FE \; 
readers each month. To one 

and all, we wish continued pros- ( \ 


perity and Merry Christmas! 


| 


Vol. 3. No. 12. MILWAUKEE DECEMBER, 1927 
Ghe Dealers’ Paper of the Feed Industry 


| 
. 
—— = \ : 


The Dairy Fe 


GUARANTEED ANALYSIS 
PROTEIN 163% 
FAT 6x 
FIBER 12% 


NORTHERN MILLING CO. 
WAUSAU, WIS. 


NORTHERN MILLING CO. 


WAUSAU,WiS. 


Results Determine Value 


Northern Milling Co. dairy feeds are 
scientifically made to formulas devised 
by nutrition experts and proven by actual 
feeding. Incompound- 
ing the formulas, we 
worked to produce 


and policy enable us to protect dealers 
who will help us anticipate their seasonal 
requirements. Prices are always main- 
tained as uniformly low 
as our unvarying qual- 


feeds that would get 
results. In manufac- 
turing feeds we spare 
no effort or expense, 
using only highest 
quality ingredients. In 
other words, we manu- 
facture up to a stand- 
ard and not down toa 
price. 

This manufacturing 
standard, as set for the 
various feeds, is abso- 


MIXED CARS 


You can get Northern Mill- 
ing Co. Dairy Feeds in Mix- 
ed cars with Poultry Feeds, 
Corn, Oats, Flour, Bran, 
Middlings, Oil Meal, Gluten 
Feed, Oyster Shells, Meat 
Scraps, Seeds, etc. It isnot 
necessary to keep thousands 
of dollars of capital tied up 
in order to carry a full line. 
Quick mixed car shipment 
our specialty. 


ity standard permits. 
Mr. Feed Dealer--- 
if you care to handle a 
line of feeds you can 
conscientiously recom- 
mend to your patrons 
on the basis that re- 
sults determine value--- 
we want to get in touch 
with you. Some manu- 
facturers might get by 
with lower standards 
but it is our precision 
method of manufactur- 


lutely maintained in our mill. The 
amount of any single ingredient used 
never changes whether the ingredient is 
low or high in price. Our feed quotations, 
therefore, necessarily follow the market 
but Northern Milling Co. buying power 


ing feeds to produce results which has en- 
abled the Northern Milling Co. to steadily 
increase its business throughout 44 years 
of service. We do not quote or sell any 
persons or organizations other than estab- 
lished retailers. Write for proposition. 


NORTHERN MILLING COMPANY 


WAUSAU, WISCONSIN 


| eds for Dairy Profits 

GUARANTEED ANALYSIS GUARANTEED ARALYSIS 
PROTEIN 20% PROTEIN 26% 
FAT 5% FAT 
FIBER 10% FIBER ~ron 10% 
NORTHERN MILLING CO 


This Service Is Valuable 
To You—Use It! 


| me a well-filled pantry serves a kitchen, the vast complete stocks of 
Strong-Scott serve the elevators and mills of the Northwest. 


Whatever you need is quickly ordered through our supply catalog—and quickly 
shipped by our experienced organization. This service is valuable—because it is de- 
pendable. Use it. 


Superior D. P. Cups Increase Elevator Capacity 


re Without changing anything but the cups you can increase your 
memy elevator capacity 20%. Superior D. P. Cups can be placed closer on 
the belt. They discharge perfectly. USE THESE BETTER CUPS. 


The Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. pave 
In Canada:'The Strong-Scott Mfg.Co.Ltd. Winnipeg StoTy 


Seasons Greetings 


to nur 


Hriends and Patrons 


Froedtert Grain & Malting Co. 


MILW AUKEE—MINNEAPOLIS—CHICAGO 
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E. S. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


either straight 
or mixed 
cars 


Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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December Poultry Paper 
Advertisement 


It pays to 
sell 


yz, ARCADY and 
WONDER 
FEEDS— 


moreand better 
eggs, and more 


money returns 


you ex- 
pected come Perhaps your 
when you 
Wonder Laying Mash. Try territory 1S 
Wonder Laying Mash—for — 
greater profits from your hens. open 
supply you, write us toda 
dealer’s name, etc. Noobligation. full details 
Arcady Farms Milling Co. 
pt. Broo Chicago, Illinois 
Arcady Farms 


WRITE TODAY 
REE FOR FREE 
POULTRY BOOK 


December Poultry Paper 
Advertisement 


Milling Co. 


Sterling Poultry Feeds 


A COMPLETE LINE OF 
MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co, 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 
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WISCONSIN 


Volume Three 


December, 1927 


Number Twelve 


New England Dealers Will Meet 
At Boston, December 7 


W. N. Howard To Preside As Chairman, L. P. Townsend Secretary 
Manufacturers Raise $3,000 Fund To Finance New Organization 


RAIN and feed dealers of the 
(| New England States will at- 

tend a meeting in Boston, Wed- 
nesday, December 7, for the purpose 
of electing officers and drawing up by- 
iaws for the New England Grain Deal- 
ers’ Association, tentative plans of 
which were announced last month in 
‘the Feed Bag. William N. Howard, 
of Ware, Mass., will preside as chair- 
man of the organization committee, 
and Lynne P. Townsend, who has just 
completed a survey of the New Eng- 
land states for the purpose of learn- 
ing the details of the need of! such an 
organization and the possibilities of its 
success, will serve as secretary. 

Mr. Townsend, who perhaps has a 
more thorough knowledge of the retail 
feed business in the East than anv 
cther one man, was employed as exec- 
utive secretary of the organization 
committee, immediately after the first 
meeting of the Vermont Grain Dealers’ 
Association at Woodstock, Vt., last 
summer, to which the directors of the 
Massachusetts association were in- 
vited. He was sent out to make a sur- 
vey of conditions, and the proposed or- 
ganization was the outcome, when it 
was learned that the legitimate feed 
and grain dealer in the New England 
states had a definite foe to fight, and. 
that is the car door distributor. 

$10,000,000.00 Business Loss 

Car door distributors are now taking 
business to the amount of $10,000,000.00 
a year away from the established deal- 
er, he contends. Up to the present, 
practically nothing has been done, 
either to get this business back or to 
prevent more business from going in 
the same way. Any other industry, Mr. 
Townsend declares, confronted with 
the same problem would do just what 


the New England dealers now propose 
to do—GET TOGETHER AND 
ACT. 

There are approximately 1,600 bona 
fide grain dealers in New England, the 
great majority of these handling feeds. 
If these dealers can be welded together 
in a single organization with a single 
purpose and aim, possibilities of clean- 
ing up present unfair merchandising 
conditions in the New England district 
are very good. 

Mr. Townsend’s membership cam- 
paign has been exceedingly successful. 
He visited more than 300 dealers and 
of these only two failed to sign up 
for membership. Approximately half 
cf all the dealers in Rhode Island and 
Connecticut have pledged their sup- 
port. Vermont and Massachusetts 
dealers are wholeheartedly in favor of 
the organization and present indica- 
tions are that they will come in 100 
per cent strong. 

Manufacturers Finance Organization 

At a meeting of 25 manufacturers do- 
ing business in New England, held 
September 25 at Boston, a fund of 
more than $3,000.00 was created for 
the purpose of carrying on the organi- 
zation work. Since then, Mr. Town- 
send says, contributions have been re- 
ceived from other manufacturers, who 
are greatly in sympathy with the pro- 
posed organization and the work it in- 
tends carrying on. 

Specific things which the association 
will undertake are outlined by Mr. 
‘Townsend as follows: 

1—By advertisements, circulars, 
public addresses, and other publicity 
methods, place before the consuming 
public a clear-cut statement of the 
claims of the established dealer who 
first and last serves his community, 
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pays his taxes, helps to support his 
town, at the same time providing an 
indispensable product of high quality to 
his customer, at a price, generally less 
than that of his car door competitor. 
Enlist Influential Support 

2.—Meeting propaganda of the com- 
petitor with propaganda equally clever. 
Get influential men in the neighbor- 
hood enlisted in a movement to sup- 
port local business instead of business 
that pays no taxes, renders only par- 
tial service and seeks to take the 
cream, leaving the skim milk for the 
man whose capital is invested locally. 

3.—Cultivate the acquaintance and 
friendship of county agents, the state 
extension departments and the state 
departments of agriculture. Show 
them that the local dealer is interested 
in promoting their work and is in a 
position to co-operate with them to 
a mutual advantage. 

4.—Adopt a code of ethics, wherein 
the dealer pledges himself to handle 
good merchandise, charge a fair price, 
consider the customer as well as him- 
self, and to render every possible cour- 
tesy and service consistent with good 
business and fair dealing. 

Frequent Group Meetings 

5.—Hold frequent group meetings. 
Interchange information with fellow 
dealers. Eliminate unfair practices. 
Co-operate with other dealers in build- 
ing up a good business for all. 

6.—Provide the dealer with imme- 
diate service on _ specific problems 
where the help of a man with an out- 
side prospective might be valuable. 
Disseminate information on account- 
ing systems, etc. Use the good offices 
of the secretary in adusting claims 
with railroads and other agencies. Use 
the secretary’s office as a clearing 
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house for general information. THEODORE HOLMES and JOHN DEVLIN has taken over the 

7.—Keep a close watch on legisla- Pearne Watkins have purchased the hay business of Albert Miller & Co. 
tion affecting the grain trade. Be pre- milling and feed business of Dean & nd will operate as the John Devlin 
pared to act in emergencies. Assist in Butcher, Owego, N. Y. Hay Co., Inc. The new firm is located 
hearings before legislative commitzees at 192 North Clark street, Chicago, 
on measures pertaining to the welfare EMERY PFUNDSTEIN, Erie, Ill., telephone Randolph 3151. John Devlin 
of the farmer. Be present at all gen- has purchased the flour and feed mill was manager of the hay department 
eral meetings called by the agricultur- of Ben Herr. Mr. Herr will make of Albert Miller & Co., for 22 years 


al colleges and extension services his future home at Vera Beach, Fla. and is well-known throughout the feed 
where matters relative to the grain trade. 
trade might be discussed. W. E. PIPER & SON, Murphys- 

Be useful in a general way, render- boro, Ill., has purchased the coal and A. V. AMET, of one of the pioneer 
ing,services too numerous to mention, feed store of A. J. Reynolds & Son. Waukegan, IIl., families, has joined the 
peculiar and necessary to the grain Blatchford Calf Meal Co. organization 
and feed business. A. & O. GRAIN CO., Argentina, as assistant sales manager under O. O. 

Ill., will rebuild its elevator which was Sarvella. Mr. Amet has been in the 
Boost The Feed Bag destroyed by fire in August. . feed business for 10 years and was for- 


merly in charge of the Wilson & Co. 
| by-products department at Los Ange- 


les, Calif. 


FARMERS’ ELEVATOR CO., 
Montevideo, Minn., is installing a new 
up-to-date feed mill. The plant will 
be electrically operated. 


Cottonseed Meal 


ALL GRADES 


S. S. HARRISON, Milford, N. Y., 
is making a number of improvements 


Arrival Drafts Quick Shipments 


ROBERT HOWELL grist mill, 


Hu phreys God in Co. Hammondsport, N. Y., was destroyed 
Established 1898 MEMPHIS, TENN. by fire. The loss is estimated at 


oO 


‘““A NEW PROCESS of MANUFACTURE 
100185. 


WHEN PRCRED makes BLUE RIBBON the cleanest 


BLUE RIBBON sweet dairy feed you can buy” 


: “TMPROVEMENTS at our mill re- 
cently completed have increased our 
capacity so that we wil! be able to give 
good service during the busy months 
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before us.”’ 

0 In addition to larger capacity, we have installed a cleaning, 

oo grinding and bolting process which has recently been perfected 

Be for the purpose of manufacturing a clean, sweet dairy feed. 

Whole seeds are removed. 

oO 

oO 

oo Bo 

oo 

TRY IT 

And You Will Always 
OO 

RESULTS DETERMINE VALUE BUY IT 

00 00 

PROTEIN 164%, FAT 6% 

oOo oO 

oo og 

oo oo 

oO oo 

oo oo 

MINNEAPOLIS --: -: MINNESOTA 
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How To Figure Profits Explained 
By Sparta Feed Dealer 


Outlines Plan For Computing Operating Expenses Of Business 
Many Fail To Pay Selves And Charge Enough Overhead, He Says 


By F. Kern 


Director, Central Retail Feed Association 


HE dictionary definition says 

that profit is pecuniary gain, in 

the sense in. which we use it— 

meaning the difference between gross 
carnings and expenses of operation. 

What is expense of operation? It is 
first, interest on the investment 
whether you have the capital or have 
to borrow it. 

Pay Yourself a Salary 

Second, rent. Whether you own the 
property or not, it is worth just as 
much rent in your business as it would 
rent for to some third party. 

Third, insurance on building and 
stock, plate glass, liability, automobile, 
etc. 

Fourth, labor. In determining the 
profit in your operations you should 
double the highest salary paid, and 
then add about 25 per cent to deter- 
mine your own salary. Every busi- 
ness should most certainly pay its 
owner a salary. If it doesn’t, then he 
had better work for someone who 
will. 

Losses May Be Large 

Fifth, depreciation. Figure this up 
to five per cent. The internal revenue 
department will see that you do not 
get it too high. 

Sixth, heat and fuel. 

Seventh, light and power. 

Eighth, repairs. 

Ninth, losses. Under this heading 
we provide for any drop in prices such 
as we experienced in 1920 and 1921, 
when we could easily have lost 
$1,000.00 on a carload of oil meal and 
$5.00 or $6.00 on a barrel of flour, and 
bad accounts. 

Investment of $20,000.00 

Applying this outline of expenses of 
operations to a business representing a 
$20,000.00 investment we may list items 
as follows: 

Interest on investment........ $ 1,200.00 


Labor (may be high).......... 11,850.00 
Light and power (no grind- 

150.00 
500.00 


$2,000,000.00. 


entire industry. 


and Madison. 


Kern, manager of the Sparta Produce Exchange, Sparta, Wis., 
on the subject: “What Is Profit”. Mr. Kern is well qualified to 
talk on business problems of the feed industry for the retail establish- 
ment he conducts regularly pays substantial dividends and has had losses 
from bad accounts of less than $500.00 on a volume of more than 


T* FEED BAG is proud to present herewith an article by F. 


Many readers of The Feed Bag are familiar with Mr. Kern’s busi- 
ness attitude for he has been a contributor to these pages several times 
in the past. He is one of a group of fellows such as is found in every 
trade who, having worked hard and studied the problems of their busi- 
ness, are willing to give unselfishly of their labor for the benefit of the 


When the Central Retail Feed Association was organized at Mil- 
waukee in June, 1926, Mr. Kern was elected a director in which office 
he is now serving a second year. With other members of the executive 
committee, he is giving considerable time and some personal funds 
toward building a successful organization. He first presented the ma- 
terial in his article herewith in talks before district meetings at Tomah 


Accounts never charged...... 600.00 
Equipment 500.00 
A total of $17,000.00 


or 8% per cent on a business of $200,- 
600 a year. 

The overhead in handling a $200,- 
000.00 business then amounts to 8% 
per cent of the business done. If ap- 
plied to bran alone at a $2.00 a ton 
margin we would have to handle 425 
carloads of bran to take care of the 
overhead. If we could get $3.00 a 
ton margin we would have to sell 285 
carloads. This is without any provi- 
sion for borrowed capital. To handle 
a business of $200,000.00 a year, it is 
necessary to carry at least $20,000.00 
worth of stock at all times. Your cap- 
ital is invested in your plant and you 
will carry probably somewhere. be- 
tween $5,000.00 and $15,000.00 in book 
accounts, the amount depending very 
largely upon the management. This 
together with your stock of flour and 
feeds would require that you pay in- 
terest on another $30,000.00. This, 
added to your overhead, already out- 
lined, would total approximately $20,- 
000.00 overhead, without figuring a 
cent of profit. 

Now perhaps a $100,900.00 annual 
business would be nearer the amount 
most of us do, and on that basis your 
overhead would be the same except, 
that your labor would be a third less 
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and interest to carry your stock would 
be $1,200.00 less. You would save 
$2,800.00 on your labor account, but 
the labor charge for your own time 
would be the same as in the first 
schedule. You would save $1,200.00 
interest. This would cut down your 
overhead $4,000.00 (from. $20,000.00 to 
$16,000.00) or in other words it would 
cost you 16 per cent to do business 
on the $100,000.00 basis—and without a 
cent of profit. 
Two Ways of Figuring 

Now then, WHAT IS PROFIT? 

The true answer depends on how 
you figure. If you count the use of 
your money and your property and 
your own time nothing, and that is 
what most of us do who are running 
a business for ourselves, it is much 
easier to show a profit. But when you 
are running a business for a corpora- 
tion with other people’s money and 
property they expect a return on their 
investment. 

I have worked for other people all 
my life, and have become grounded in 
the belief that we are all entitled to a 
reasonable margin of profit. When we 
have ali learned the essential princi- 
ples of business, price cutting will 
have taken care of itself, and losses 
will be taken care of when we all go 
on a cash basis. Then the interest we 
pay to carry book accounts will at least 
be profit. 

When we all learn to follow the mar- 
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ket price in our retail business and 
take our profits on an advancing mar- 
ket as well as our losses on a declining 
market, we shall at least break even 
on declining markets, but if we sell our 
feeds on a cost basis, the price we buy 
at, and markets should fluctuate, how 
are we going to recoup our losses on 
a declining market when we have to 
drop our price because our competitor 
does? 

I do not like the term, competitor. 
There should be no such thing as a 
competitor. We should have our 
group organizations, mectings of our 
dealers, living within a reasonable 
driving radius, get together, talk shop, 
eat together once a month, get ac- 


quainted with our neighbor dealer, and 
learn that after all he is not the kind 
of an animal you thought he was, that 
he is just a human being like your- 
self, and ready to co-operate with you 
in protecting yourselves from being 
skinned by the dead-beat customers. 
Know Your Own Costs 
Know what it costs to do business, 
then add enough margin to take care 
of the cost of doing business and a 
reasonable margin of profit. The idea 
of hating your competitor because he 
is in business in opposition to you and 
ruining your own profits just to cut 
the liver out of him is all wrong, and 
until we are as organized as are the 
lumber dealers, perhaps we deserve no 


The Needed Yard Stick 


Search for the secret of every business success, large 
or small, and you will find that somebody, in its 
history, stuck to the policy of selling good goods to 
customers. 


The mixed-feed industry has been slow to reward 
those retail merchants who strive to maintain this 
policy in their business dealings. 


There has been no real standard by which feeds could 
be compared. Neither the merchant himself, nor his 
customers, had any sort of a measuring-stick to guide 
them in choosing the best. 


Unicorn dealers have such a measuring stick. It is— 


The cost of the feed a cow eats 
to make 100 pounds of milk. 


Nobody can squirm away from the fact that the best 
product to buy, in any line, is the one that will do 
the job at lowest cost. 


Unicorn dealers are provided with a simple method of 
proving to customers that Unicorn produces milk at 
lowest feed cost. 


A good feed—and a good way to prove it is good. 
This is the combination that pays a profit to the feed 
merchant. 


CHAPIN & COMPANY 


327 South La Salle Street 
Chicago, IIl. 
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better fate. But let us hope that the 
time will come soon when we shall 
have a 100 per cent organization with 
everybody on a cash basis. Then St. 
Peter will be relieved from keeping a 
record of the language used by the re- 
tail feed dealers on special occasions. 
And when our allotted course is run, 
he can say without looking at the 
record, “Enter thou in.” 

I'd like to add a word about organi- 
zation. Perhaps one thing that re- 
tards the progress of organization is 
the attitude of the dealers themselves, 
when they ask, “What has the Cen- 
tral Retail Feed Association done?” 
Or they may say, “We have done noth- 
ing yet.” 

Don’t Blame Other Fellow 

I have talked organization as long 
as I have talked anything for the bene- 
fit of any branch, either farming or 
business, and I have been told, many 
a time, “your idea is all right, but you 
can never get the dealers in this town 
to get together and stick,” suggesting 
in that statement that the other fellow 
is all wrong, and that I am all right. 
But this is no argument against or- 
ganization. It is one in favor of it. 

When we, as individual dealers, are 
so weak minded that we will take a 
customer’s word that our competitor is 
selling bran for a dollar a ton less than 
we are, believe it without the least bit 
of investigation, and cut the price to 
that customer, and cut the price still 
lower, and that is exactly what a lot 
of us are doing year after year, surely 
we need organization. If we yield to 
such influences, do we deserve the title 
of business men? I am satisfied that 
if we were organized on one basic 
principle—that of selling our goods at 
market value, regardless of cost value, 
advancing with the market and drop- 
ping when the price declines, that we 
should all be getting approximately the 
same price on the same day, and that 
we would sell just as much and that 
there would be just as good a feeling 
among our customers. As long as we 
are arch enemies and trying to cut each 
other’s throats to get dollars and busi- 
ness, little can be done for us. But, 
if we get together in group meetings 
as the retail lumber dealers do, as the 
banks are doing, and discuss our prob- 
lems, get acquainted, get the other 
fellow’s angle, be neighborly, advise 
each other of any dead-beat customer 
who has been too keen for us, then 
possiblv organization might be able to 
do something for us—and that is what 
the Central Retail Feed Association is 
trying to do. 

Great Need for Organization 
We criticize the Central Retail Feed’ 


Association for what it has done, but 
(Continued on Page Twenty-four) 
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MERRY It’s Christmas time again! 

CHRISTMAS A heavenly peacefulness settles down upon 
man and earth. The stars are nearer to 

us, and they twinkle brilliantly. An unseen power quells 

the vice, the hatred, and the turmoil of the world, and men’s 

hearts beat with kindness and cheer. 

The fire in our good old home crackles more cheerfully 
and sends out a warmer glow. The patter of children’s 
feet and the glow of their expectant faces are sweeter than 
ever. The light of love in mother’s eyes is akindle as she 
moves about her little home paradise with all of the family 
about her. 

Christmas! 

What earthly gain, or man’s vain creations can replace 
it? 

The Feed Bag wishes to you all of the season’s boun- 
teous blessings and is happy with you in this season of peace 
on earth and good will toward men. 


A DEALER’S Every other merchant in town is sug- 
GIFT SPECIAL gesting his wares as an ideal gift for 

Christmas. Why should the feed dealer 
stay.in the background? 

What’s a more appropriate and really “useful” gift for 
a farmer than a ton of good dairy feed? Every dairyman 
is interested in his herd. It is his hobby and his source of 
revenue. A gift of a ton of feed or more to make that herd 
produce will be highly appreciated. 

We remember the day we received a motor meter for 
our car. It pleased us, because it was a necessity and be- 
cause it was useful. A tie is so common, trinkets are quick- 
ly forgotten, but the useful Christmas presents please us 
most. 

Get into your local newspaper for your share of the 
Christmas business. Tell folks the merits of a ton or more 
of feed or anything you consider a good gift from your 
store. 

Even automobiles are sold for Christmas presents. Why 
can’t you sell a ton of feed for the farmer and a sack 
of flour for his wife? 


OTHERS, TOO, Garage owners of Kewaunee county, 
SEE THE NEED Wis., held a meeting at one of the 
towns recently and agreed unanimous- 
ly to do business on a cash basis. Hereafter automobile 
owners in the county will be compelled to pay coin for all 
repair work. 
These business men saw the need of such action. The 
“charge it” malady had become unbearable, and book ac- 


counts overwhelmed the garage men. Thereupon they ~ 


clasped hands and made Kewaunee county credit proof. 

It will be interesting to feed dealers to observe the 
success of the venture as applied to the automobile busi- 
ness. Granted that they will have no internal dissention in 
Kewaunee county, we can already predict that the plan will 
be successful. 

Garage men experience the same difficulty in carrying 
accounts as the feed dealer. Perhaps the same man who 
takes a wagon load of feed home on credit, puts his auto- 
mobile repair bill at the garage on the books also. Collec- 
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tions cause both trades unpleasant incidents and troubled 
sleep. The business keeps going on the down grade. 

The feed men have been ahead in organizing for a cash 
basis by several strides. We already have districts, Ran- 
dolph, Rudolph, and Columbus, Wis., for example, co-oper- 
ating on a cash basis with success. But despite the fact 
that the garagemen arrived at a sound conclusion a little 
later, they have set a good example for feed dealers. 

Why not get together for a cash basis in your county, 
too? 


INDIVIDUAL As your business grows you are inclined 
TOUCH PAYS to consider the persons who buy at your 

store as one group, calling them “the 
trade.” This is not good business practice. 

The feed dealer should keep in mind, each individual 
‘buyer, and he is less liable to overlook small details and 
grievances that may mean the loss of a customer. 

Certainly, if your feed business depended upon one 
buyer only, you would take great pains with him. How- 
ever, remember, that the big group is made up of individ- 
uals, and that if you are to win and hold your “trade” you 
must give individual consideration to everyone. 


DISTRICT MEETINGS New Jersey now has an organi- 
SUCCESSFUL zation in the feed trade. This 

state is showing the right spir- 
it, and we predict success for it. 

One idea which it is carrying out is especially good, that 
of dividing the state into districts and localizing the meet- 
ings. This creates a homelike feeling, and binds members 
together in good fellowship by enabling them to become ac- 
quainted with each other personally. 

With the New England organization in the making and 
New Jersey already pulling together the East is due to make 
things hum for the feed business. The Feed Bag wishes 
success to all and offers its full support. 


NEW ENGLAND New England dealers have the right 


ORGANIZES idea. 
Organized action is the only way to 
overcome impending problems and to accomplish anything 
for the good of the trade. Every grain and feed’ dealer in 
the New England district should put his shoulder to the 
wheel to gét the new organization off to a good start. 

A temporary secretary appointed for advance work in 
preparing to organize the association outlines its aims. 
Every one of these future plans is sound, and will eventual- 
ly reflect itself in the business of every individual dealer. 

New England faces the car door selling menace. It is 
estimated that by this practice more than $10,000,000.00 
worth of business is taken away from bona fide dealers. Or- 
ganization to stop this practice and turn the business back 
to the dealers is the right idea. 

Manufacturers have co-operated and raised a fund of 
$3,000.00 to get the new association started. Financial 
troubles are thereby met, at least for the time being. It is 
now up to the dealers, and everyone should attend the meet-. 
ing which is to be held at Boston, December 7, when the 
launching is scheduled. Organization can’t be beat. 
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Carefully Sifted For Feed Dealer Consumption 


ORN 


Merry Christmas to you, folks, 
May health, good will, and cheer 
Come shedding down upon you, 
And remain throughout the year. 

* * * 
You can always tell a woman Christ- 

mas shopper. She bundles so. 
SON STROKE 

A dealer is a nervous wreck, 
He holds a heavy head. 

A stocking wouldn’t do his son 
Who hung a feed bag up instead. 
* * 

After mother does her shopping, 
about all that dad has left to spend 
is Christmas. 

* * * 


DECEMBER SLOW GUNS 


You can’t rightfully wish your cus- 
tomers a Merry Christmas and a Pros- 
perous New Year if your store is dis- 
arranged and glum. 

Hang up your window display 
Christmas stocking. Customers are in 
a buying mood at this time o’ year, 


and they'll fill it with business. 

An ideal Christmas gift for a retired 
farmer to buy his son on the farm— 
a ton of good dairy feed. Suggest this 
in your advertising. 

And we repeat, ADVERTISE. The 
wheel that squeaks the loudest gets 
the grease. 

Many husbands pass out with the 
old year, and get in at 3 a. m. with 
the new. 

* 
THE WAY OF ALL MEN 
(To the wife) 


I'm off of stag parties for life, 
Goodbye to shaking dice. 
Upon this New Year I resolve 
To shun all ways of vice. 


I'll never cuss when I am sore, 
Nor contradict my wife; 

I’m all caught up on potent gin 
And after midnight life. 


I'll always be to work on time; 
My lips shall quote no lie. 


And solemnly to you I swear, 
I'll keep these if I die. 


(Two weeks later) 
“Why, hello Jimmy, good old boy, 
A party? Count me in; = 
You say you'll furnish all cigars, 
Why then, I'll bring the gin.” 

The reason why leaves turn red in 
the fall is because they blush to think 
of how green they were all summer. 

FIFTY-FIFTY 

A feed dealer was taking his first 
ride in an airplane. The pilot was 
taking him over a city. When they 
were up about 3,000 feet the. plane 
suddenly went into a nose dive. 

“Ha, ha!” laughed the pilot, shout- 
ing to the feed dealer, “fifty per cent 
of the people down there thought we 
were falling.” 

“Sure,” returned the dealer, “and 
fifty per cent of the people up here 
did too.” 

* 


See you next year. 
* * * 


Keep those resolutions—broken. 


W. CANNING has purchased the 
feed mill at Hutchinson, Minn. 


SPECIAL 


Feed Qats 


>A Saving of 5c on Every Bushel< 


Buffalo. 


Receivers and Shippers at Milwaukee, 
Minneapolis, Duluth, Green Bay and 


J Please mention this ad. when sending for samples ie 


t= Quality Grain and Prompt Shipments “=! 
Old Corn — New Corn — Oats — Barley 


Call Broadway—3416-3417 


Cargill Grain Company 


MILWAUKEE, WISCONSIN 


Keeping Step With Public Demand 


Operating elevators with a total stor- 
age capacity of 10,000,000 bushels at 
well located centers. 
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Central Association Aims Outlined 
By McKercher At Tomah 


Good Fellowship, Better Knowledge Of Business Chief Purposes 
Kern, Skinner, Sorenson Give Talks; Local Club Is Organized 


HE executive committee of the 

| Central Retail Feed Associa 

tion scored its third success for 

the present season in the district feed 

dealers’ meeting which was held at the 

Hotel Sherman, Tomah, Wis., Thurs- 
day evening, November 10. 

A. B. Robbins, proprietor of the 
Hotel Sherman, added to the success 
of the meeting serving the famous 
fried chicken for which his hotel has 
long been noted. J. L. Kleckner, 
Kleckner Elevator Co., Neillsville, 
Wis., president of the association pre- 
sided. 

Association Needs Members 

“We hold these meetings,” President 
Kleckner said, “for the dual purpose 
of increasing interest in and securing 
more members for the Central Retail 
Feed Association and to provide deal- 
ers of the various territories served by 
our association with a chance to get 
together and discuss their local prob- 
lems in an informal and friendly way.” 

David K. Steenbergh, Milwaukee, 
secretary of the association, read the 
constitution, commenting on and ex- 
plaining the various objects for which 
the Central Retail Feed Association 
was organized. “Something has been 
done toward the achievement of each 
cbject,” he said, “but the work has 
been greatly handicapped due to lack 
of numerical strength in our organiza- 
tion. We are now seeking members 
and we are glad ‘to report that we are 
getting results. As our membership 
and strength increases, greater activity 
may be expected from the association.” 

“Welcome to Tomah”, was the sub- 
ject of a short address by H. J. Skin- 
ner, manager of the Tomah Co-opera- 
tive Elevator Association. In open- 
ing Mr. Skinner told the story of how 
Al Smith started in when once called 
upon to make an address at his state’s 
prison. 

“Fellow citizens,’ Governor Smith 
began, only to stop short upon remem- 
bering that as prisoners, the group he 
was addressing had no citizenship. He 
started again: “Fellow convicts,” and 
the prisoners laughed for they realized 
that the governor was thereby qualify- 
ing himself as one of them. Smith 
hunted around for something to say in 
a third attempt and not finding words 
which suited him, gave up saying only, 


“Anyway, I’m glad to see so many 
of you here.” 

S. G. Sorenson, Tomah dealer, fol- 
lowed Mr. Skinner with a few remarks 
to the effect that much price cutting 
is the result of shrewd buying tactics 
of farmers rather than the desire to 
cut prices of feed dealers. “I can buy 
it for a dollar a ton cheaper from 
Blank over there, the farmers are al- 
ways telling us,” Mr. Sorenson said, 
“and then if it is at all possible, too 
many of us meet the suggested price 
without any investigation whatsoever. 
No farmer would even think of trying 
to buy a suit using such tactics but 
we feed dealers have been easy marks 
for so long that we are considered le- 
gitimate prey. It is time that we all 
got together and eliminated such con- 
ditions as this.” 


Director McKercher Talks 


“Feed dealers in every town have 
much the same problems as those in 
Tomah,” D. W. McKercher, McKer- 
cher Milling Co., Wisconsin Rapids, 
director of the association, said in 
starting his address on the subject of 
“What the Association is Trying to 
Do”. “The association is trying to get 
all the dealers together so that we can 
all realize that the other fellow is just 
as fine a man as we are and when we 
succeed in doing this, we will elim- 
inate many of the evils of the feed 
business. 

“The Central Retail Feed Associa- 
tion was organized one and a half years 
ago and already is the best in the 
country. As you all know, the asso- 
ciation was organized without the help 
of any jobbers or manufacturers and 
is standing on its own feet as the only 
strictly feed dealers’ organization in the 
country. We are also one of the only 
associations in the country to keep its 
expenditures within its receipts. We 
finished our first year with a balance 
of approximately $300.00 in the treas- 
ury and we now have a substantial bal- 
ance on hand at the bank. 

“Some people have the idea that the 
Central Retail Feed Association is try- 
ing to fix prices but that is one thing 
which we are emphatically not trying 
to do. We believe that every dealer 
should conduct his own business and 
set his own prices. What we are try- 
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“sales. 


ing to do, however, is to teach the 
dealer to know his overhead. It was 
the experience of the Wisconsin Retail 
Lumbermen’s Association that when a 
lumber dealer understands his over- 
head price cutting stops. 


Car Door Competition 


“The feed business is the third larg- 
est business in the world and it should 
be a profitable one and would be for 
all of us except that too many dealers 
are trying to do business without 
knowledge of their costs and on a very 
small margin. I believe an associa- 
tion can correct this evil and make us 
all proud to be feed dealers but the 
first thing we must do is to get 
strength and we can only have strength 
in propcrtion to our membership. 

“Car door competition is one of the 
problems of the retail feed business 
but it is one that should automatically 
be eliminated as a feed dealer organiza- 
tion grows in strength. Every manu- 
facturer will tell you that an estab- 
lished retailer is a better outlet than 
any car door distributor. The dealer 
is making sales twelve months out of 
the year while car door distributors 
usually work only three months. An- 
other way to compete with car door 
distributors is to know your business 
sc well that the feeder wants to come 
to you because he needs your service. 
Feed dealers should keep themselves 
informed with respect to all progress 
in feeds and feedings so that they can 
advise their farmers as to how and 
what to feed for most economical re- 
sults. 


Figure Your Business Costs 


“We are now getting toward the end 
of a year and this is a good time to 
sit down and figure what it is costing 
you to do business. Mr. Kern will tell 
you something about what is profit and 
in his talk will list some overhead items. 
Figure everything you paid in the cost 
of doing business and then figure out 
what percentage this cost was of your 
If it figures to 10 per cent, and 
it will probably be larger, you can then 
know that when you pay $30.00 for 
bran you must sell it for $33.00 if you 
merely wish to break even on that 
particular transaction. 

“Some dealers get a lot of satisfac- 
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tion out of underselling their competi- 
tors when-they have made good buys 
in the market. At these times they 
forget the poor buys they make and 
consequently are left out on a limb 
when the bad breaks come. One of 
the first rules in any retail feed store 
should be to follow the market when 
it goes down and when it goes up. 
We must all get all we can out of our 
luck boys in order to even up on the 
bad ones. We should join our asso- 
ciation and get acquainted with each 
other. Many dealers having estab- 
lished businesses within 20 miles of 
each other are not acquainted and some 
dealers in the same town do not speak 
to each other. We must co-operate 


with each other, with the manufactur- 
ers of the various products we sell and 
with the farmers.” 

F. Kern Explains Profit 

F. Kern, of the Sparta Produce Ex- 
change, and director of the associa- 
tion, gave a very interesting address 
on the subject of “What is Profit”. He 
has written a report of his talk exclu- 
sively for The Feed Bag and readers 
will find material of great interest to 
them in what Mr. Kern had to say as 
published on page 7 of this issue of 
The Feed Bag. 

J. H. Cullman of the Cullman Lum- 
ber & Supply Co., West Salem, Wis., 
made a motion that the group organize 
as a permanent district club to hold its 


Ever Since 


BIG 


to use it. 


was placed on the market, in 
1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
trade is where flour is best ap- 
preciated. BIG JO is not a 
popular priced Brand. It is 
popular only because of its 
superiority, not price. 
high priced, but it is economy 


It is 


BIG O SELLS BEST BECAUSE 
J IT IS BEST. <——« 


MADE BY 


WABASHA ROLLER MILL 
COMPANY 


WABASHA, MINNESOTA 


next meeting at Sparta. This motion 
was unanimously passed and F. Kern 
was elected chairman and S. G. Soren- 
son, secretary of the group. It was 
decided to have the Sparta meeting at 
the Sydney Hotel, Wednesday even- 
ing, December 14. The following per- 
sons were in attendance: 

P. W. Dickey, Riverside Mill & Ele- 
vator Co., Black River Falls, Wis.; 
Bruce Van Gorden and Henry Stubrud, 
S. H. Van Gorden & Son, Black River 
Falls, Wis.; E. E. Jones, Champion 
Milling & Grain Co., Clinton, Ia.; L. 
H. Herrewig, Hustler Produce Co., 
Hustler, Wis.; David K. Steenbergh, 
The Feed Bag, Milwaukee, Wis., J. L. 
Kleckner, Kleckner Elevator Co., 
Neillsville Wis.; A. L. Klinker, A. L. 
Klinker & Son, New Lisbon, Wis.; 
O. J. Tralmer, Oakdale, Wis.; W. O. 
Jones, Jones Feed Store, Rockland, 
Wis.; E. L. Liddee, Tomah, Wis.; S. 
G. Sorenson, Tomah, Wis.; H. J. Skin- 
uer, Tomah Co-operative Elevator As- 
sociation, Tomah, Wis.; J. H. Cull- 
mann and R. W. Cullmann, Cullmann 
Lumber & Supply Co., West Salem, 
Wis.; Edw. Wilkinson, Wilton, Wis.; 
D. W. McKercher and H. O. Boss, 
McKercher Milling Co., Wisconsin 
Rapids, Wis. 


Boost The Feed Bag 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 


Page Twelve 


THE FEED BAG—DECEMBER, 1927 


i| 
| 
| 
i| 
| 
iH 
| 
} 
‘ i} 
| 
i} 
: | | 
> 
iJ 
we 


Knows How Many Cows, Hogs, Hens 
Kept In His Territory 


Dealer Conducts Guessing Contest At Fair To Get Information 
Uses Novel Stunts To Advertise Feed And Gets The Business 


Ss. DERNBACH, Wausau, 

C Wis., feed dealer, knows how 

® many cows, hogs and chick- 

€ns are kept by farmers and city resi- 
dents in his territory. 

He uncovered this valuable informa- 
tion by conducting a guessing contest 
during the Marathon County Fair last 
fall in connection with his unique feed 
exhibit which attracted considerable 
attention. 

Invented Mechanical Cow 

Mr. Dernbach is the inventor of a 
mechanical cow, a model animal which 
is kept in motion by a small electric 
motor. A farmer sits close by and is 
kept moving realistically drawing milk 
from the cow into a foaming pail. The 
animal bobs her head into a sack of 
feed, and it is this feature upon which 
Mr. Dernbach built his contest. 

He passed a pink card with coupon 
attached to those who stopped to ob- 
serve the mechanism. Persons were 
asked to make an estimate of the num- 
ber of times the cow would bob her 
head into the sack of feed during five 
days of the fair. Prizes were awarded 
to the three winners who guessed 
nearest to the exact number of “bobs”. 

Farm Animal Census 

The coupon attached to the card had 
space for the guess, name, street or 
route; city or town, and called for 
answers to the following questions: 

How many cows have you? 

How many hogs? 

How many chickens? 

Prizes offered were, first, 500 Ibs. 
of dairy feed to the farmer winner, and 
if a city resident 98 Ibs. of flour; 
second award, 300 Ibs. dairy feed for a 
farmer or 5 lbs. of coffee to a city 
resident; third prize, 200 Ibs. dairy 
feed or choice of $2.50 in groceries. 

Data Big Business Help 

The exhibit and guessing contest 
created an interest among observers 
and was good advertising. It gave Mr. 
Dernbach a file of cards bearing the 
name, address and number of cows, 
hogs and chickens of practically every 
farmer and city resident in his terri- 
tory. These little cards are now of 
great value to him in getting business. 

The mechanical cow and milker is 
often displayed in the Dernbach win- 
dow when not in use elsewhere. It 
draws attention to a display of dairy 


feeds attractively arranged. Mr. Dern- 
bach sells the International Sugar Feed 
Co. line, and the company was so well 
pleased with his invention that they 
had him exhibit at the Wisconsin and 
Minnesota state fairs last fall. 
Reports Large Sales 
More than 40 carloads of feed were 
scld from January 1 to September 1! 


S, BERNBACH 


210 JACKSON ST 


Mechanical Cow Exhibit at County Fair 


by this Wausau dealer. His novel ad- 
vertising stunts, and the educating of 
the farmers in his territory to summer 
feeding enabled him to dispense with 
this large volume. 

Mr. Dernbach not only tells farmers 
that they should follow the policy of 
summer feeding but he proves the rea- 
son why. “Take five sacks of this feed 
home with you,” he tells a customer, 
“and feed it to several cows.” 

The farmer follows his advice, and 
after a week or two Mr. Dernbach 
calls on him and checks up the results. 
Kecords of milk production are kept 
for the cows on pasture alone, and 
those which are getting feed in addi- 
tion. Invariably, the feed consumers 
gain in production over the pasture fed 
animals. 

Teaches Summer Feeding 

“Can’t you see?” argues Mr. Dern- 
bach, “that a cow eating grass alone is 
weak. You know this from experi- 
ence by working your horses. They 
need oats in addition to grass for 
strength. A cow that is kept in a 
hardy physical condition will. natural- 
ly be better able to produce more 
milk.” 

And after Mr. Dernbach has supple- 
mented his sales talk with the con- 
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vincing records kept, the farmer in 
most cases becomes a regular summer 
feeder. 

By this process Mr. Dernbach has 
realized a continual increase in the 
sale of feed during the pasture sea- 
son, and this year reached the rela- 
tively high peak of 40 cars up to Sep- 
tember 1, with four months left to go 
to dispose of his 1,300 tons which he 
reports having confidently booked 
ahead. 

Writes Advertising Parodies 

Mr. Dernbach has been in the feed 
business for 15 years and is continu- 
ally increasing his sales. He operates 
a grocery in connection with his feed 
store. He advertises continually and 
is always alert for novel ideas. One 
of his latest is a series of songs printed 
on a single sheet of paper, which he 
distributes to his customers. The dit- 
ties are arranged to the tune of “It 
Ain’t Gonna Rain No Mo’,” and they 
help to impress customers with Dern- 
bach’s line of feeds. One of the songs 
swings along as follows: 


“Oh! the Jersey Cow, she gives rich 
milk, 

“And the Brown Swiss Cow does, too, 

“When they are fed on Molasses Feed 

“That Dernbach sells to you. 


“Oh, they’re going to milk more and 
more and more 

“And more and more and more; 

“You ought to hear the Old Folks yell, 

“They're going to milk more and 
more.” 


W. E. SPREITER, La Crosse, Wis., 
was elected president of the Wisconsin 
Experiment Association, which held 
its annual election at the State Grain 
Show at Antigo recently. The other 
officials elected were Emil Jacobsen, 
Green Bay, vice president; H. L. Dra- 
heim, Gotham, treasurer; R. A. Moore, 
Madison, secretary; and E. D. Holden, 
Madison, assistant secretary. 


LACEY GRAIN & ELEVATOR 
CO., Lacey, Ia., has opened for busi- 
ness. 


FARMERS’ ELEVATOR CO.,, 
Okabena, Ia., has erectec a warehouse 
for handling feeds. 
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No wonder Quaker Dealers are 
finding it easy to get new busi- 
ness from old customers. Every 
day there come reports of, for 
example, a man who has been 
buying Ful-O-Pep Poultry 
Feeds turning to Quaker Dairy 
Rations, too. Or sometimes it 


More Business—and the 
Quaker Dealer gets it! 


is Quaker Pig-N-Hog Meal 
that has won a feeder to try 
Sugared Schumacher, too. 


Each feed in the Quaker line 
helps every other feed to attract 
more and more business— and 
the Quaker Dealer gets it! 


If you want to enjoy the advantages of handling 

a complete line (that brings both flour and 

feeds in the same car), and share in the effec- 

tiveness of Quaker’s advertising work, write 
today—a postal card will do. 


CHICAGO, U. S. A. 


The Quaker Qals @mpany 


A A BB OE 
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Griem Explains Feed Inspection To 
Dealers At Madison 


Says Bone Meal, Lime Stone, lodized Salt, Best Minerals,To Sell 
Finds Many Faults With Open Formula Labeling; New Club,Formed 


HE Madison District Feed 

: Dealers’ Club was formally or- 

ganized at an_ enthusiastic 
meeting held in the Colonial room of 
the Loraine Hotel, Madison, Wis., 
‘luesday evening, November 22. High 
lights of the meeting were as follows: 

It was the fourth group meeting held 
this fall under the auspices of the Cen- 
tral Retail Feed Association and re- 
sulted in the organization of a fourth 
affiliated district club. 

Hoffman Elected Chairman 

A. F. Hoffman, Hoffman Feed Co., 
Madison, was elected chairman and 
John A. Becker, Wm. A. Becker Co., 
Monroe, Wis., secretary of the club. 
Future meetings will be held about 
every three months and the next ses- 
sion will again convene at Madison. 

Greater friendliness and interest in 
mutual problems was inspired among 
all dealers present. Talks were heard 
on several interesting topics and dis- 
cussions were freely participated in. 

Thirty-Three New Members 

Work of the Central Retail Feed 
Association was endorsed. Forty-five 
persons attended the meeting including 
14 who were not members of the asso- 
ciation. Eleven of the 14 signed mem- 
bership applications, making a total of 
33 new members received into the as- 
sociation during the past two months. 

The meeting was called to order fol- 
lowing a good dinner, promptly at 7:30 
p. m. 

J. L. Kleckner, Kleckner Elevator 
Co., Neillsville, Wis., president of the 
association, called for roll call of those 
present by David K. Steenbergh, Mil- 
waukee, secretary of the association, 
following which he explained the pur- 
poses and work of the Central Retail 
Feed Association. Readers of The 
Feed Bag have been informed of much 
of what Mr. Kleckner has had to say 
on this subject in reading of the pre- 
vious district meetings held at Neills- 
ville, Wausau and Tomah. 

Tallest Wisconsin Dealer 

A. F. Hoffman, who acted as local 
representative of the Central Retail 
Feed Association in making arrange- 
ments for the meeting, welcomed the 
feed dealers to Madison. “Jim”, as 
Mr. Hoffman is known to his friends, 
turned over the keys of the city in bet- 
ter style than mayors usually do. 


“Among Madison’s claims to fame,” he 
said, “is Fred Bodenstein of the Mo- 
ehlman Grain & Produce Co., the tall- 
cst feed dealer in Wisconsin. We 
would also claim to have the best look- 
ing dealer if that honor had not al- 
ready been awarded to Portage at the 
last Milwaukee convention.” 

“Feed Inspection Problems” was the 
topic of an address by W. B. Griem, 
chief feed inspector of the Wisconsin 
department of agriculture. ‘Wiscon- 
sin passed its first feed inspection law 
in 1901,” Mr. Griem said, “the first 
similar state law having been passed by 
Connecticut in 1898. There was little 
need for feed inspection laws prior to 
this time for 50 years ago, milling by- 
products were considered harmful and 
millfeeds were thrown in the rivers and 
cottonseed was burned as cottonseed 
was considered especially poisonous 
and state regulations in the South 
would not permit its disposal into riv- 
ers. Mixed feed was first placed on 
the market in a small way in 1895. 

Feed Inspection Laws 

“The 1901 Wisconsin feed inspection 
law primarily required that all feeds be 
labelled with the percentages of pro- 
tein and fat and was administered by 
the Wisconsin experimental station 
staff under Dean Henry. Firms reg- 
istering feed paid a fee of $25.00 per 
brand. Several years later the law 
was amended so that the percentage of 
crude fiber must also be stated on the 
label and finally the administration of 
the law was turned over to the de- 
partment of agriculture. 

“The present feed inspection law was 
passed in 1921. Manufacturers are 
now permitted to pay registration fees 
on either a tonnage or capacity basis. 
On a capacity basis the fee ranges from 
$5.00 to $20.00 per brand per year and 
on a tonnage basis the fee is five cents 
per ton with a minimum of $10.00.” 
Mr. Griem commented on the fact that 
Wisconsin fees are lower than those 
of any other state but despite this 
fact the work of his department is con- 
ducted without any appropriation from 
the legislature. “Receipts last year,” 
he said, “were approximately $13,000.00 
which amount was sufficient to pay 
expenses of all inspection work includ- 
ing salaries, traveling, laboratory main- 
tenance, supplies and publication of 
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bulletins.” 


Mineral Feed Problem 

Mr. Griem digressed from his sub- 
ject somewhat to discuss the mineral 
feed problem. “Mineral feeds first came 
into the market about 1925 and regis- 
tration was not required. Some sam- 
ples tested at this time showed that 
the feeds were practically worthless 
and one sample, I remember, which 
sold at $100.00 per ton was 80 per 
cent coal. Mineral feeds must now be 
registered and there are 85 brands pro- 
duced by 38 manufacturers available 
throughout Wisconsin. They must all 
be labelled with the chemical percent- 
ages of calcium, salt and iodine. Most 
mineral feeds sell from $3.00 to $7.00 
per hundred pounds and we have fig- 
ured that the cost of ingredients 
ranges from 75 cents to $1.50. You 
can see that this permits a good mar- 
gin of profit as the average cost of in- 
gredients for other feeds including the 
sack is approximately 85 per cent of 
the selling price. 

“You feed dealers will bear me out 
when I say that very little mineral 
feed is sold through the retail feed 
dealer. In this connection, I would 
suggest that every feed dealer handle 
bone meal, lime stone and iodized salt. 
Yor do not need to buy these products 
in large quantities but if you carry 
them and equip yourself with copies 
of some Wisconsin mineral feed bulle- 
tins and talk minerals to your custom- 
ers you should be able to save the 
farmers money and meet any mineral 
feed competition you run up against. 

Open Formula Feeds 

“It has several times been suggested 
that feed inspection regulations be 
changed to provide that all feeds be 
labelled with the percentages of in- 
gredients used in the formulas. This 
would make all feeds open formula 
feeds and the feed inspection depart- 
ment is opposed to making any such 
change. Our objections to open for- 
mula feeds are stated in our bulletin 
60 but since your questions indicate 
that you are interested in this matter, 
I will go into the subject here briefly 
at this time. 

“Professor Savage, of Cornell Uni- 
versity is the leading advocate of open 
formula feeds and he summed up the 
advantages of open formula feeds be- 
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fore a meeting of feed control officials 
as follows: 

“(1) Buyers know the feeding mix- 
ture when purchasing open formula 
feeds. 

“(2) The open formula makes it easy 
to compute the digestible nutrients. 

“(3) The open formula permits an 
easy comparison of the cost of any 
commercial feed with a similar home 


mixed ration. 

“(4) Open formulas make commer- 
cial feed mantfacturing comparable to 
home mixing. 

Open Formula Faults 

“Professor Savage asked feed con- 
trol officials to whom he was talking 
to endorse open formula feeds, but the 
officials declined by a vote of 28 to 2. 
The Wisconsin feed inspection depart- 


Back of every sack stands the INSTITUTION 
asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
‘better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by radio to feeders in the 
Middle West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


se INTERNATIONAL 


SUGARED FEEDS For GREATER PROFITS 


Memphis, Tennessee 


ment also refuses to endorse open for- 
mula feeds for the following reasons: 

“(1) The feeding mixture is not 
known but merely stated. No tests 
have been devised by which we can de- 
termine whether or not any open for- 
mula is as stated and we believe, there- 
fore, that this fact puts a premium on 
dishonesty. Honest manufacturers do 
not like to reveal their formulas and 
thereby lay themselves open to dis- 
honest competition. 

“(2) Professor Savage’s statement 
that the digestible nutrients can be 
computed for open formula feeds is 
based on the assumption that the for- 
mula is correctly stated and we have 
already said that the correctness de- 
pends entirely on the honesty of the 
manufacturer as no open formula can 
be proven. In addition, we are doubt- 
ful as to the value of any computation 
of digestible nutrients. Single ingred- 
ients vary greatly and we all know 
that protein, fat and fiber contents are 
seldom the same in any two lots of 
any one ingredient. Digestibility also 
varies as to whether the feed is in- 
tended for cattle or poultry and there- 
fore cannot be computed according to 
any one standard. 


Results Determine Value 

“(3) Professor Savage's third and. 
fourth arguments for the open formula 
are valueless if the percentages in the 
mixture are not exactly as stated on 
the label. Nobody can prove whether 
they are or not and we believe, there- 
fore, that the force of the argument 
is lost. In the last analysis, the value 
of any feed is determined by results 
and not by any statements presented 
on the labels.” 

Mr. Griem was asked whether or 
not dealers were required to register 
feeds they mixed on order of their 


customers. “No registration is need- 
ed,” he said, “for strictly custom mix- 
ing. If, however, you mix some feed 


ahead and keep it in stock, you must 
take out a license and register each 
formula. As long as you mix only on. 
order of your customers and just as 
much as they order from time to time, 
no license or fee is required.” 

Other speakers included J. S. Cusick, 
Oregon, Wis.; John A. Becker, Wm. 
A. Becker Co., Monroe, Wis.; D. W.. 
McKercher, McKercher Milling Co., 


(Continued on Page Thirty-one) 


CANNON VALLEY MILLING co. 


MODERN WATERPOWER MILLS 


MINNEAPOLIS — -MINN. 


FARMERS CHOICE SWEET DAIRY RATION 
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Direct Mail Advertising Success 
Depends On Good List 


Dealer Should Select Only Names Of Genuine, Desirable Prospects 
Personality With Effort To Build Good Will Is Need In Ad Copy. 


think it would pay me to do 

so. My business is just aver- 
age in size, but it is growing, and I 
want to speed the process. What is 
about the minimum amount required 
for a thoroughly practical direct mail 
advertising campaign for my feed busi- 
ness—a campaign from which I could 
definitely get results of consequence, 
Mr. Byrum?” 

“T would say $50.00 per month to 
cover all costs, including postage.” 

Advises Steady Advertising 

“What period of time for an initial 
campaign do you recommend? How 
far ahead should the planning be 
done?” 

“In direct mail advertising the cam- 
paign idea is not so successful as the 
policy idea—the latter means consis- 
tent, continuous — effort. Planning 
should be done from a month to two 
months ahead. I recommend an all- 
year-round direct mail policy for the 
feed dealer. Expenditures can be 
adapted to seasonal sales conditions, 
with heaviest expenditures when sales 
are made normally in largest volume.” 

“How should I prepare a mailing 
list?” 

“To begin with, the size of your 
mailing list should be adjusted to the 
amount of money you are spending, 
and to the field of good possibilities, 
names covering which are available. 
The foundation of your list should be 
present and past customers. Add to 
this prospects. 

“Some successful mailing lists con- 
tain 25% customers, and 75% pros- 
pects. Some lists are fifty-fifty propo- 
sitions.” 

Postals Least Expensive 

“What is the most inexpensive mail 
advertising?” 

“The government post card. It is 
easily possible to put post cards into 
the mail at a total cost for everything 
of less than 2c each. In large quan- 
tities, a cost as low as 1%c each is at- 
tained. The government post card can 
be increased in effectiveness through 
use of illustration and color. The raised 
printing process, giving the effect of 
embossing, is very successful.” 

“What does it cost to put other 
pieces of direct mail advertising into 


aad | HAVE never advertised, but 1 


the prospects’ hands?” 

“The size of the list, and according- 
ly, the orinting run, and the quality and 
extent of material used, cause much 
variation. In general, it is practical to 
put any of a fairly numerous variety 
of direct mail pieces, folders, etc., into 
the average feed prospects’ hands, for 


OW much money should 
you spend for direct ad- 
vertising each month? 
How should you prepare a 
mailing list? 
What is the most inexpensive 
mail advertising? 
What can I expect from it? 
These and many other ques- 
tions of interest to you are an- 
swered in this interview by John 
T. Bartlett with Mr. Byrum, a 
direct mail advertising expert. 
It’s worth while reading. 


3% to 5%c. Sales letters, under 2c 
postage, can be distributed readily at a 
4% to 5%c figure.” 

Letters vs. Printed Folders 

“What are the best days of the week 
on which to mail my advertising?” 

“Considering most of your prospects, 
it would be better to avoid delivery on 
Saturday or Monday.” 

“What are the special advantages of 
sales letters?” 

“The sales letter is more personal 
than usual printed matter, and more 
likely to receive consideration.” 

“What are the special advantages of 
folders and other small printed pieces?” 

“If well handled, these can compel 
a certain amount of attention through 
curiosity and eye-intriguing qualities. 
Such pieces permit the use of color, il- 
lustrations, and novel layouts, with op- 
portunity for display emphasis.” 

Results To Be Expected 

“Can you give me special sugges- 
tions?” 

“Have your matter create some 


pleasant and friendly impression. Play - 


to establish confidence and good will, 
as well as to secure immediate re- 
sponses to your special offers. Utilize 
material from manufacturers and asso- 
ciations. Put plenty of personality in 
your copy. Make the invitation, or ac- 
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tion phase, prominent.” 

“What results can I expect from di- 
rect mail advertising?” 

“A feed dealer should readily get di- 
rect returns, traceable and inexpensive, 
from a customer list. Sharpshooting— 
that is sending a letter to a very se- 
lected list of former customers—he 
might get returns up to 40 per cent, 
even more. Most experience goes to 
prove that working a customer list suc- 
cessfully by direct mail is not at all 
difficult. 

List Most Important 

“Results with ‘cold’ names come with 
much greater difficulty. Mailings to 
lists composed largely of non-custom- 
ers usually should be so planned 
the advertiser is ahead even though the 
returns do not exceed two to four or 
five per cent, traceable. Remémber that 
you are working to get customers some 
of whom will repeat. Most feed deal- 
ers can afford to spend more in mail 
advertising to get customers, figured 
as so much per customer, than they 
realize. When the value of a customer 
has been arrived at for his own busi- 
ness, a feed dealer can plan direct mail 
expenditures much more accurately, 
and judge the profitableness of returns 
soundly.” 

“Anything else to help me, Mr. By-~ 
ram?” 

“In my opinion, the greatest single 
factor for your success in direct mail 
advertising will be hand-picking the 
mailing list. Put on it only names of 
people who are genuine, and desirable, 
prospects, for your services.” 


J. P. THEISEN, Cold Spring, 
Minn., has purchased the feed mill of 
W. H. Theisen. 


EDGAR WESTBY, Peterson, 
Minn., purchased the feed mill of H. 
A. Vigness. 


R. S. Mitchell, Solon, Ia., will soon 
re-open the Solon mill for business. 
The work of installing an oat huller, 
feed grinder and other machinery, is 
almost completed. 


BROEKMAN & CREAMERS, De 
Pere, Wis., have re-opened their grist 
mill at Chicago and Wisconsin streets. 


Page Seventeen 


ay 
eet 
2 
i 
i 
= 
| 
: 
| 
| 


Merry 
Christmas 


eason’s 
Greetings 


and 


Happy 
New Year 


from 


MILWAUKEE 


HE following firms take this 

opportunity of extending sin- 
cere season’s greetings to you--both 
individually and as members of the 
Milwaukee Chamber of Commerce. 
We’ll be on the job in 1928, as we 
have been in the past, to trade with 
you or handle your grain on con- 
signment. You never take a chance 
when you trade in Milwaukee for 
Milwaukee firms have been estab- 
lished for many years, are con- 
ducted by men of good reputation, 
and will give personal attention to 
Milwaukee Chamber of Milwaukee business with country buyers and 
shippers. 


W. M. Bell Co. Buerger Commission Co. 
Roy I. Campbell P. C. Kamm Co. 
Crandall & Beck J. V. Lauer & Co. 
Fraser-Smith Co. Mohr-Holstein Com. Co. 
Johnstone-Templeton Co. The Riebs Co. 

Leonard J. Keefe 


Grain Futures 
Feed Jobbers ’ Harry H. Field 


Badger Grains & Feed te: E. J. Koppelkam 


MILWAUKEE CHAMBER OF COMMERCE 


ESTABLISHED IN 1858 THE MARKET OF PERSONAL SERVICE 


Commission Merchants Receivers and Shippers ; 
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Cash Basis Is Working Out Fine, 
Randolph Dealers Report 


Four Feed Firms In This Live Town Co-operate 100 Per Cent 
S. H. Van Gordon Starts Credit Proof Business In New Store 


6s HE cash basis is working 
very satisfactorily to date.” 
This is the cheerful message 


R. W. Biel, Randolph, Wis., sends to 
The Feed Bag. 


Mr. Biel, with E. T. Roberts & Sons;.- 


David Davis & Son; and A. R. Um- 
breit, co-operated and made Randolph 
credit proof on October 15. Danville, 
Columbus, and Fall River, Wis., neigh- 
boring towns to Randolph, also adopt- 
ed the cash basis last month, making 
the territory which they include 100 
per cent for the plan. 
Here’s Randolph Anncuncement 

This is the way the Randolph deal- 
ers broke the news to their customers 
in a joint notice: 

“To our customers: 

“Because of the continued high cost 
oi doing business and because it is im- 
possible to longer withstand the bur- 
den of carrying outstanding accounts, 
we have decided that beginning Octo- 
ber 15, 1927, our feed, grain, and flour 
business will be conducted on a strictly 
cash basis. 

“By so doing we will accomplish 
several things: It will enable us to 
keep down operating expenses; we will 
no longer make collections, send state- 
ments, or pay interest on borrowed 
money, and consequently our service 
to you will be improved. Also, it will 
remove from those who are fair and 
prompt in their dealings the load of 
carrying those who are slow and for- 
getful. While it may work a slight, 
temporary hardship on a few, it will 
be only a matter of a short time until 
the readjustment is made which will 
be a distinct benefit to all. 

Cash Basis Fair to All 

“Believing that any fair-minded per- 
son will agree with us that since we 
are forced to conduct the buying end 
cf our business on a cash basis, it is no 
more than right that we conduct the 
selling end on the same basis. 

“Tt is with the desire to be perfectly 
fair to all that we are sending out this 
notice so it will find no one unprepared 
when the above date arrives, as we 
cannot make any exceptions. 

“Thanking you for past patronage 
and hoping to be of continued service 
to you, we remain 

“Very truly yours, 
“E. T. Roberts & Sons 


“R. W. Biel 
“David Davis & Son 
“A, R. Umbreit.” 
No Co-operation Here 
We move that a monument be 
erected for Randolph in the feed busi- 
ness. The cash basis can and will 
work satisfactorily, as the success of 
the Randolph dealers again demon- 
strates. 
J. B. Van Gordon who recently 
opened a new feed store for S. H. Van 
Gordon & Sons of Alma Center, at 


Black River Falls, Wis., has ventured 
cut alone on the cash basis and is find- 
ing it successful, too. He has started 
in the right direction. 

With the approach of the New Year, 
The Feed Bag hopes that many hesi- 
tant dealers finally decide to take the 
great step. Then they will merit the 
wish of a prosperous New Year .in 
every sense and The Feed Bag will 
take great pleasure in wishing it to 
them and placing them upon the cash 
basis honor roll. 


New Jersey Dealers Organize 
New Association 


HE spontaneous movement 
i toward organization among re- 
tail feed dealers is gaining 
headway each month and in this work, 
the feed dealers of New Jersey have 
recently taken a leading part. 
Fifty-four feed dealers of this pro- 
gressive eastern state held an organiza- 
tion meeting at New Brunswick, and 
as a result we now have the New Jer- 
sey Feed Dealers’ Association. 
Officers of the new organization are: 
Henry. E. Franke, Newark, president; 
Reeve Harden, Hamburg, vice-presi- 
dent; Benj. Atwater, Red Bank, treas- 
urer; and H. J. Samuelson, Toms 
River, secretary. Directors include R. 
C. Wilson, Pittstown; R. Fox, New 
lield; O. W. Terhune, Rochelle Park; 
L. C. Cook, Hackettstown; Thos. C. 


Dugan, New Brunswick; and Mr. 
Franke and Mr. Samuelson. 
Part of a letter from President 


Franke, telling of the organization, fol- 
lows. In the future, The Feed Bag 
will try to keep its readers advised of 
all activity in New Jersey. 

“T notice in your November issue an 
item of new feed and grain associa- 
tions in the East, giving specific men- 
tion to Vermont and Massachusetts 
and after reading same thought per- 
haps it might interest you to learn 
that the feed dealers of New Jersey 
are also making a great effort to or- 
ganize a State Association. The first 
meeting was held in New Brunswick 
on October 20 in connection with the 
annual conference of feed dealers at 
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the New Jersey experimental station. 

“There were 54 dealers assembled 
at this meeting who signed up, and 
enrolled as the nucleus of an organi- 
zation. We are dividing the state up 
into districts and arranging district 
meetings such as you outline as oc- 
curring in Wisconsin. 

“Trust if you will find it convenient 
you will put a small write-up in one 
of your early issues, for since The 
Feed Bag comes to us at Newark it 
surely must go to others in the state 
and they no doubt would appreciate 
reading of it.” 


FREDERICK H. KELLY, presi- 
dent of F. H. Kelly & Co., Inc., Ma- 
drid, N. Y., died recently, following a 
heart attack. Mr. Kelly had been ill 
for several months, having not fully 
recovered from an attack of pneu- 
monia last winter. He was 65 years 
old and prominent in feed circles of 
New York state. 


JOHN DAVENPORT, Bloomburg, 
Pa., is remodeling his mill, installing 
new feed machinery. Vernon Rauch, 
millwright, is installing the machinery. 


F. D. SCHOLLJEGERDES was 
elected president of the Farmers’ Ele- 
vator -Co., Waseca, Minn., at the an- 
nual meeting held recently. R. Bar- 
den was chosen vice-president, H. E. 
Isker, secretary, and Henry Stoltz, 
treasurer. 
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Largest 


Only quality Service and quality Flour and Feeds could fo 


Mixed Cars A 


ANYTHING YOU 
SHIP IMMD 


Our Modern Mill 


INo concern was ever better equipped to qv 


Manufacturers of the Famous 
Doughboy and Mosher’s Best Spring Wheat Flour 
Doughboy 20% Dairy Ration Doughboy Sweet Hog Meal 
24% Dairy Ration “ Sweet Horse Feed 
‘i 35% Dairy Ration “i Scratch Feed 
16% Molasses Feed Chick Scratch 
Calf Meal . Developer Scratch 
si Yeast Laying Mash Egg ’em On Scratch 
- “Chick Starter Sweetened Corn and Oat Feed 
“ Growing Mash Coarse Grains and Mill Feeds 


Is Your Business Growing? {: it is, you need our special service offering large varietiedfe 
your sales increase. Grow with us. The demand for Doughboy Buttermilk- Yeast Egg Mash 
that has ever been sold. There is no time that we cannot make shipments of your requirements. Wav 


START THE N. 


Write for Our Pric 
Phones: 89 and 315 —fe 


Get Our Descriptive Literature on 


Flour and Feeds 


New Richmond Roller Mil 
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acturer Flour and Feeds 


ow us to attain such distinction throughout the Northwest 


Located on Soo Line 
and C. & N. W. Ry. 


Our Specialty 


| We have 
NEED WE CAN “‘Milling-in-transit’’ 
DIATELY uR privilege 


gve the needs of the large or small dealer 


Call New Richmond for Service 


Let us carry your stock. Our warehouse capacity is 5,000 tons. 


N= 


We can load 18 cars at one single switch and have our own 
electrical switching devices. 


There are no railroad yards to hold up your cars. 


We manufacture more ingredients used in the formulas of mixed 
feeds than any other concern in the Northwest. 


We manufacture all our own mixed feeds. 


Doughboy Products, once sold, repeat---Customers want quality. 


e@feeds and quick shipment. If it is not growing, better get a car of Doughboy Feeds and watch 
ced so rapidly the past year that we found it necessary to purchase the first solid carload of Yeast 
ave our own Molasses feed plant and we are never out of the market. 


VV YEAR RIGHT 


ion Your Next Car 


“felegraph: Western Union 


World’s Largest Shipment Of Yeast 


Co., New Richmond, Wis. 
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Do You Know The Firms 


Your Business 


EVENTY-FIVE firms, more or less, 
in ) are included among regular adver- 
Sw. | tisers in The Feed Bag. Proud of 
our standing as ‘““The Dealers’ 
Paper of the Feed Industry’’, we are confi- 
dent that all these regular advertisers are 
reliable for we feel that in carrying the ad- 
vertisement of any firm, we recommend that 
firm to our readers. We are presenting a 
list of all advertisers, now regularly repre- 
sented in The Feed Bag, on this page sug- 
gesting its use as a buying guide. 


@ Check the list and look for the names of 
the firms receiving your business. Some 
will be missing but this does not imply that 
any missing firm isnot reliable. Tell these 


firms about The Feed Bag and that you 
place your confidence in advertised pro- 
ducts and firms that are advertising. Firms 
that spend money to build good will are less 
likely to do anything that might nullify the 
effect of their advertising than firms mak- 
ing no such investment. 


q@ It will pay you to trade with The Feed 
Bag advertisers for we accept their adver- 
tisements in the confidence that they will 
observe the spirit as well as the letter of 
their contracts. If you enjoy reading The 
Feed Bag, you can help make each issue 
bigger and better by patronizing the adver- 
tisers. We join with them in wishing all--- 
Merry Christmas and Happy New Year. 


Allis-Chalmers Mfg. Co. 
Arcady Farms Milling Co. 
Brooks Milling Co. 

Buerger Commission Co. 

Roy I. Campbell 

Cannon Valley Milling Co. 
Capital Flour Mills, Inc. 
Cargill Grain Co. 

Cereal Grading Co. 

Chapin & Co. 

Courteen Seed Co. 

Crushed Oyster Shell Co. 
Dadmun-La Budde Co. 
Darling & Co. 

Denver Alfalfa Mlg. & Prod. Co. 
Deutsch & Sickert Co. 
Donahue-Stratton Co. 

John Devlin Hay Co., Inc. 
Franke Grain Co. 

Froedtert Grain & Malting Co. 
Grain Dealers’ N. M. Fire Ins. Co. 
Hadden Grain Co. 
Haertel-Phelps Co. 

Herrick Feed Co., Inc. 


Hiawatha Grain Co. 

S. Howes Co., Inc. 
Humphreys-Godwin Co. 
International Sugar Feed Co. 
Iowa Milling Co. 

The Jersee Co. 

I. S. Joseph Co., Inc. 
Keipper Cooping Co. 

King Midas Mill Co. 

E. J. Koppelkam 
La Budde Feed & Grain Co. 
Ladish Milling Co. 

Lay-Egg Co. 

Linseed By-Products Co. 


Maney Bros. Mill & Elevator Co. 


Marianna Sales Co. 

McKercher Milling Co. 
Minnesota Feed Co. 

National Food Co. 

Nebraska Consolidated Mills Co. 
New Nicollet Hotel 

New Richmond Roller Mills Co. 
Northern Milling Co. 

Northrup King & Co. 


Ohio Marble Co. 

Oyster Shell Products Corp. 
Paine, Webber & Co. 

J. P. Parks 

Penick & Ford Ltd., Inc. 
F. J. Phelan Co. 

Quaker Oats Co. 

Radtke Bros. & Kortsch Co. 
Ralston-Purina Co. 
Henry Rang & Co. 

M. J. Rankin & Co. 
Schroeder Hotels 

J. B. Sedberry, Inc. 
Springfield Milling Co. 

A. L. Stanchfield 
Strong-Scott Mfg. Co. 
Stuhr-Seidl Co. 

L. Teweles Seed Co. 
Three Minute Cereals Co. 
Wabasha Roller Mill Co. 
Washburn-Crosby Co. 


Western Terminal Elevator_Co. 


Wisconsin Milling Co. 
E. S. Woodworth & Co. 


Che feed Bag ADVERTISERS 
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Mortgage On Property May Void 
Insurance Policy 


Provisions Of Policy Sometimes Demand Consent Of The Insurer 


Dealer Should Be Sure Of Rights Before Encumbering Business 


T goes without saying, that the 

great majority of retail merchants 

carry insurance upon their places 
of business. In fact, the majority of 
prudent business men look upon in- 
surance as a necessary overhead, that 
could no more be done without than 
could rent, heat, light and water. 

However, it matters little how much 
insurance a merchant may carry if he 
fails to comply with the terms of his 
policy, and thereby renders it void. 
And, in this connection a very impor- 
tant feature of the majority of policies 
covering merchandise, is one that ren- 
ders the policy void if the property is 
incumbered without the consent of the 
insurance company. 

Mortgage Placed on Goods 

Provisions of this character are us- 
ually upheld by the courts, and a clear 
violation thereof may result in loss of 
protection for the merchant. The ap- 
plication of this rule, and the possible 
danger to a merchant in overlooking 
it, may be illustrated by a brief re- 
view of a case of this kind. 

In one case of this kind, a retail 
merchant secured a policy of fire in- 
surance covering his stock and fix- 
tures. This policy, among other things, 
contained the following provision: 

“This entire policy, unless otherwise 
provided by agreement indorsed there- 
on or added thereto, shall be void 
* * * if the subject of insurance be 
personal property and be or become 
incumbered by a chattel mortgage. 

Company Denies Liability 

Thereafter the merchant placed a 
chattel mortgage upon the property in 
question to secure an indebtedness of 
$3,500. This mortgage described the 
property in detail, and was given with- 
out the knowledge or consent of the 
insurance company. 

Following this, the merchant suffered 
a loss by fire in the amount of about 
$2,000, and sought to recover under 
his insurance policy. At this point the 
insurance company learned of the chat- 
tel mortgage on the property and de- 
nied liability by reason of the fact that 
it had never consented thereto, and 
pointed to the provision of the policy 
quoted heretofore. 


By Leslie Childs 


A dispute followed which culminated 
in the merchant filing suit on the 
policy. Upon the trial cf the cause, 
the lower court rendered judgment for 
the merchant. The insurance com- 
pany appealed and the higher court in 
reversing this judgment, and in order- 
ing judgment entered for the insur- 
ance company, in part, said: 

What the Court Decided 

“There is no question that under 
the law of this state when a policy of 
fire insurance contains a provision of 
the nature above quoted, and substan- 
tially al! of the property covered by the 
insurance policy is incumbered by a 
chattel mortgage, the policy is void 
and the insurer can set up the incum- 
lhrance as a good defense in an action 
tc recover on it. * * * 

“For the foregoing reasons, we hold 
that the chattel mortgage in question 
was valid * * * and an incumbr- 
ance upon the personal property in- 
sured, and therefore its existence was 
a good defense in an action upon the 
policy. The judgment of the superior 
court * * * jis reversed and the 
cause remanded, with instructions to 
enter judgment for appellant.” [insur- 
ance company] 

As noted in the beginning, the usual 
run of insurance policies covering 
stocks of merchandise, in common with 
other personal property, carry provi- 
sions against incumbrances such as 
chattel mortgages. The reason for 
such terms being, that changes in own- 
ership cr interest of insured property 
may increase the risk, and insurance 
companies demand to know of such 
changes, in order to determine whether 
or not the risk shall be carriéd. 

Comply With Policy Terms 

In ordinary situations, an insurance 
company will not object to the placing 
of a mortgage on property covered, 
and as a general rule it will consent 
to such an incumbrance as a matter 
of course. However, where the right 
is reserved to be informed of the plac-_ 
ing of a mortgage on insured property 
in a policy, it is up to the merchant 
to see that this consent is given on 
penalty of rendering the policy void. 

The foregoing point of insurance law 
is frequently overlooked by business 
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men in general, and has been the cause 
of a great amount of litigation. And, 
for the most part, litigation that might 
have been avoided had the plain terms 
of the policies involved been followed 
with reasonable care. 

So, to conclude. Where a merchant 
desires to raise money by placing a 
mortgage on his business, or makes 
any other change in the ownership or 
interest in his business, he should in- 
form himself how this may affect the 
msurance carried. And, if his policy 
contains a provision against incumbr- 
ances, and it’s ten to one it will, he 
should for his own protection obtain 
the proper permit from his insurance 
company before closing the transac- 
tion. 


OTTO SCHROEDER has pur- 
chased the Freeburg feed mill, Free- 
Lurg, Minn., from Nick Roster. He 
will conduct an up-to-date plant and 
also carry a complete line of feeds. 


CHANDLER ELEVATOR CO., 
Chandler, Minn., has purchased the 
property of the Chandler Farmers’ EI- 
evator Co. 


SAMUEL HASTINGS GRAIN 
CO., Cairo, Ill., was partially destroyed 
by fire recently. The damage estimated 
at $10,000, was covered by insurance. 


F. L. BRISTOL, Oakfield, Wis., 
las been named manager of the Oak- 
field Elevator Co. He succeeds C. H. 
Parduhn who is now with the North- 
ern Milling Co., Wausau, Wis. 


WH!ITTEMORE ELEVATOR 
CO., Whittemore, Ia., is building an 
addition to house a feed mill. 


E. B. APPEL, Alhambra, Ill, has 
succeeded L. F. Mindrup as manager 
of the Alhambra Grain Co. 


MINONK MILLING CO., Varna, 
Ill., purchased the old Farmers’ Ele- 
vator and will use it for a feed mill. 


E. W. REINGHART, Rankin, Jil., 
purchased and will operate the eleva- 
tor of J. C. Alexander. 
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- You can't 
go wrong 


In Selling Only 


Pilot Brand 


Oyster Shell-Flake 
FOR POULTRY. 


It’s the best Crushed 
Oyster Shell packed 
and the only one that 
has been advertised 
for years. 


PILOT 


OYSTER SHELL 
FLAKE 


FOR POULTRY 


OYSTER SHELL PRODUCTS 
CORPORATION 


Shell Building, St. Louis, Mo. 


How To Figure Profits 
Told By F. Kern 


(Continued from page Eight) 


what have we done to help it function 
for us? If our parent organization ac- 
complishes anything worth while, it 
will have to do it with our help, with 
the help of the retail dealers thorough- 
ly organized in groups, and the groups 
united, and I have faith to believe 
that we are going to do it. I have 
never seen keener interest in any at- 
tempt at organization than has been 
displayed in this, the Central Retail 
Teed Association, and I have never 
known of greater need for organiza- 
ticn than among the retail feed dealers. 

The retail lumbermen are organized. 
The retail coal dealers have their or- 
ganizations, and many of the lumber 
dealers as well as the coal dealers are 
retail feed dealers. They have seen 
the urgent need of organization. 

We now have the nucleus for a pow- 
erful organization with more than 160 
good 100 per cent members boosting 
for the association and we are ex- 
tremely fortunate in having selected 
such an efficient and so economical a 
group of officers, men who have given 
their time and much of their own 
funds to promote a better and greater 


organization. 
When we have all learned to appre- 
ciaté the benefits of organization then 


we will all know, WHAT IS PRO- 
FIT? 


JAMES G. LAWRENCE, who has 
served as president of Wabasha Roller 
Mill Co., Wabasha, Minn., for 45 years, 
recently received congratulations on 
passing his 91st birthday. During his 
time the capacity of his mill has been 
increased from 150 barrels a day to 
1,200 barrels. Mr. Lawrence continues 
to take an active interest in the mill’s 
affairs. 


LEO FLUEGEL has leased the 
Hynes Elevator, Rosemount, 
and will open a feed mill. 


Minn., 


J. W. and ED. CONRY have pur- 
chased the Brannon elevator and feed 
grinding business from George Mun- 
son, New Hampton, Ia. 


FARMERS’ ELEVATOR CO,, 
Marcus, Ia., is building an additional 
warehouse to provide added storage 
space for flour and feed. 


C. O. PARMENTER grist mill, 
South Sudbury, Mass., was destroyed 
by fire recently. 
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Pulling Power Of Window Display 
Needs Dealer’s Study 


Do You Know What Percentage Of Passers-By Stop To Look In? 
Attention Paid To Store Front Will Help By Increasing Sales 


cession of window displays—‘best 

sellers’ in the fictional term— 
you’re a marvel. You'll be doing ex- 
ceptionally well if an occasional trim 
breaks previous sales records. More 
likely than not, you’re a normally in- 
telligent business man with the faculty 
of producing a fair proportion of av- 
erage trade pulling windows. Even so, 
there will be periods, when, for one 
reason or other, your windows fall be- 
low your usual high standard. 

You strike a bad patch and experi- 
ence a hard time landing once again 
on fertile soil. You might then inves- 
tigate consumer resistance and profit 
accordingly. You are not the type of 
business man to sit down and moan 
because you have, unintentionally, pro- 
duced a few window display Jemons. 
You are, for instance, no worse off 
than the author who creates a poor 
story now and then, or the dress de- 
signer whose latest mode proves a 
fizzle. We all have our off days and 
weeks, when we need to take an in- 
ventory of ourselves to make sure we 
are not slipping. 

How to Test Displays 

Here, then, are some tried and prov- 
en selling tests to apply when your dis- 
plays fail to pull in the way they 
should. Since no two problems are 
alike, from among the several suggest- 
ed treatments may be the antidote for 
the nature of your selling complaint. 

This chap was concerned with how 
many people passed his store regularly 
every day. He was in a small town, 
patronized by a few visitors and felt 
the weekly display change was inade- 
quate. If, for instance, most of the 
population viewed his windows six 
times in as many days, he was stinting 
the sales ammunition. 

“Window Shoppers” Counted 

His right hand man—a salesman— 
volunteered to station himself at the 
nearby corner and check up for a whole 
week. He knew most of the folks, and 
provided himself with an alphabetical 
list copied from the local telephone 
directory. He put a penciled tick af- 
ter each name for each day the indi- 
vidual passed. It cost the retailer 
$20.00—the salesman’s salary—to get 
the survey, but it was worth it. The 
daily quota of window shoppers was 


|: you can put in an unbroken suc- 


90 per cent of the town’s population, 
75 per cent of the 90 per cent com- 
prised his own customers. Prior to 
this test his windows were resulting in 
an average of one new customer per 
day. Six months after his windows 
went on a daily change policy, the av- 
erage new customer increase was 25 
a week. Old customers likewise came 
into the store more often to buy. 

In systematic checks to determine 
the most favored period for changing 
the displays, large department stores 
head the list on a daily basis. Smal- 
ler stores show an overwhelming pref- 
erence for a weekly switch or trim, 
with semi-weekly second on the list. 
Perhaps as the retailer’s experience 
above proves, these smaller stores are 
overlooking their show window poten- 
tialities. If you are keeping your dis- 
plays intact for fourteen days, four 
days of this period form just so much 
rental space lying idle. Few displays 
pull a satisfactory volume of business 
after ten days, another recent discov- 
ery. 

Favored Day for Weekly Change 

This is Friday night, or Saturday 
morning at the very latest, when most 
of the people are roaming around with 
well-filled pocket books and handbags. 
If it is style merchandise, a department 
store looks for a sale or inquiry within 
1S to 25 minutes. Occasionally the. 
display is altered or entirely removed 
if there is no favorable consumer re- 
action during that time. 

With staple and luxury lines, how- 
ever, a longer grace is granted. As 
a rule, if the trim goes in overnight 
and there are no sales or “leads” by 
noon of the following day, rest as- 
sured it is less painful to try another 
slant with the merchandise, than to 
wait until the week is up. 

Sales Influenced by Windows 

Figures are according to the type of 
stores and how much or how little 
other advertising is done. The presi- 
dent of a prominent window display 
school quizzed 55 stores on this much 
debatable subject. The sales percent- 
age influenced by window displays 
varied from 80 per cent to 10 per cent. 
The two leading percentages were, re- 
spectively, 25 per cent and 50 per cent. 
The president, by averaging the figures 
supplied, estimated that approximately 
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338 per cent of a store’s business is, 
or should be, attributed to its window 
displays. 

A national advertiser made a more 
exhaustive survey for which approxi- 
mately 3,000 of his dealers co-operated 
in featuring a certain product during a 
given week. The line was purposely 
absent from the windows of the test 
stores during the preceding week, so. 
that the check might be a fair one. 
In calculating the difference between 
a normal week’s sales and the seven 
days’ display drive, the attributed in- 
crease varied from 70 to 233 per cent. 

Testing Both Ways 

Another test concerned a line which 
sells heavily in the warm weather 
months. Just to prove that more could 
be sold in a recognized off month— 
April—by window display aggressive- 
ness, the firm picked out a quiet: 
southern town for their experiment. 
Five stores agreed to play up the com-. 
modity in their windows, while four- 
declared their willingness (for a fair- 
financial consideration) to hide the- 


‘product from their customers and only- 


serve it on request. The five establish- 
ments had sale increases, respectively, 
of 7 per cent, 14 per cent, 25 per cenf, 
44 per cent, and 115 per cent (the last 
two stores had the benefit of promi- 
nent downtown locations and arranged 
more elaborate trims). 

Evidently the four stores not show-- 
ing the product benefited by the: 
massed publicity of the other five 
stores, since three of them reported’ 
slight increases—3 per cent, 3% per 
cent and 45 per cent. The store with 
the heavy quota was the branch of a 
chain whose cther local store had fea- 
tured the line, so the public assumed’ 
that all the stores of the chain carried’ 
it. The fourth “no display” store re-- 
ported a sales decrease of 20 per cent. 
These figures were tabulated by the: 
company on the purchases made by- 
their dealers. Since it is a perishable 
product, these figures were easily pro- 
cured and proved. 

Window Display Circulation 

Every 12 hours an average of 178° 
per thousand of your town’s inhabi- 
tants shou!d pass your windows. One 
authority for these figures is the Cali- 
fornia Retail Hardware and Implement 
Association. 
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How many of the passersby watch 
your windows day by day, either out of 
curiosity or the desire to purchase art- 
icles they need? Percentages will vary 
according to location and the type of 
store. A cigar store, despite the fact 
that women smoke these days, will not 
have many women lookers. A wom- 
en’s specialty shop, on the other hand, 
will not interest as many males as fe- 
males. 

The time of day is another factor 
to be considered. If the folks are 
rushing to work, windows will get a 
casual glance, if any. The only way 
to get an index on consumer tenden- 
cies is to strike a happy medium with 
the available figures. Two Wisconsin 
cities not long ago adopted the ques- 
tionnaire method in covering represen- 
tative members of the communities in 
question. Residents of Janesville re- 
ported to the tune of 72 per cent that 


they regularly watch the window dis- . 


plays for things they need. In Fort 
Atkinson, the average jumped to 84.6 
per cent. 

What is the potential buying power 
of such window shoppers? According 
to the United States Chamber of Com- 
merce, the consumer spends her or 
his money in the following propor- 
tions: 30.8 per cent for food; 15.4 per 
cent for wearing apparel; 5.5 per cent 


De Luxe 
‘“‘Eureka’’ No. 1-B Corn Cutter 
(8000—10000 Lbs. Capacity) 


other superiorities. 


for furniture. It is not explained what 
is done with the rest of the family in- 
come: the balance undoubtedly goes 
tor rent or property, light, heat, amuse- 
ments, savings, car upkeep, insurance, 
charity, smokes, etc. 

A simple plan recommended by the 
same reliable organization for estimat- 
ing a town’s buying power is to mul- 
tiply the population by the number 
217. 

“Turn to the Right” is the title of 
a successful play of a number of sea- 
sons ago, but it is good advice when 
applied to articles in; the correct wir- 
dow display positions. The Ieft-hands 
ed owner of one store insisted upon 
displaying articles (with handles on 
them), with the handles flanking left. 
A slight detail, perhaps, with such art- 
icles as knives, brooms, brushes, per- 
colators and tennis rackets, but the 
surprising thing was that when his 
son trimmed the window, the sales 
took a slight upward trend. The fath- 
er at first attributed the cause to his 
son’s superior talents in window deco- 
rating, until he cured himself of the 
left-handed placing of handled wares. 
The sales likewise favorably reflected 
the difference, which proves, after all, 
that there is something in this “turn 
to the right” idea. 

Copyrighted, 1927, by Ernest A. Dench 


REPEAT ORDERS 


An example of our New Cutter’s 
popularity: Mr. Walter Nowak of Nowak 
Milling Corp’n., Hammond, Ind., ordered 
a No. 1-B Improved “Eureka” Corn Cutter 
with direct connected Magnetic Separator 
which was shipped early in August. 


“Two More Cutters” 


Were ordered Long Distance ‘phone on Sept. 14th. That's the re- 
ception these new “FEureka’s” are getting---because of Accessibility, 


LARGE AREA ONE PIECE SCREEN, Timken Bearings and many 


ASK FOR PHOTOS--SERIES F 


S. HOWES CO., INC. 


SILVER CREEK, N. Y. 


European Branch: 64 MARK LANE, LONDON, ENG. 


PLAN BOSTON MEETING 

The Grain Dealers’ National Asso- 
ciation has decided to hold the thirty- 
second annual convention at Boston, 
Mass., November 24-26, 1928. The new 
Statler Hotel in Boston will be the 
hotel headquarters. 


CORN-HOG RATIO 

Figures worked out by the farm or- 
ganization and management depart- 
ment of the college of agriculture, Uni- 
versity of Illinois, show that as an 
average for a long period it takes 11.4 
bushels of No. 2 mixed corn to bring 
as much money as 100 pounds of me- 
dium to choice heavy hogs at Chicago. 
“The corn-hog ratio,” according to the 
University of Illinois, “is probably the 
most important factor influencing the 
market supplies of hogs, and as such 
is worthy of study by progressive 
farmers. As implied by the name, the 
ratio expresses the relation between 
the price of corn and the price of hogs. 
When we say that the corn and hog 
ratio stands at 12, we mean that a 
farmer must sell 12 bushels of corn to 
get as much money as he would re- 
ceive by selling 100 pounds of pork. A 
high ratio, such as 15, is favorable to 
hog production while a low ratio, such 
as 8, means that it is more profitable 
than usual to sell corn.” 
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Prepared by the Mi lis b h 


office Hay, Feed and Seed Division, 
‘Bureau of Agricultural Economics. 


RICE changes on wheat mill 
P feeds for the past two or three 
weeks have been unimportant. 
The general demand at present levels 
is limited but occasional orders filter 
through from day to day and this to- 
gether with old business has been more 
than sufficient to absorb the output. 
Most of the important mills in the 
Northwest claim to be well sold up 
through to the first of the year and 
indicate that if the mixed car business 
continues to come in during December 
in the same volume as was the case in 
November that an oversold condition 
would quickly result. 
Offerings of both bran and middlings 
for shipment after the first of the year 


asking a premium for the deferred ship- 
ments and buyers are unwilling to pay 
over the spot price. With this diverg- 
ence of opinion there is very little trade 
going on in the deferred shipment stuff. 
Moreover, dealers who furnish the con- 
suming trade are not ready to antici- 
pate future requirements at the present 
levels and are content to take on their 
requirements in mixed cars entirely as 
needed. 

Western prices are now only slightly 
out of line with eastern bids. Offers 
from Buffalo and Philadelphia during 
the past week both on bran and mid- 
dlings were running only 25c to 50c 
per ton under northwestern holding 
prices. Southwestern mill feed mar- 
kets also continued to show a tight 
situation with a broad mixed car de- 
mand prevailing in the Southwest and 


western situation during the past week 
or ten days was the strengthening in 
the heavy feeds. Up until the past 
week although practically all mills 
were well sold ahead on bran and mid- 
dlings they were constantly in a posi- 
tion to offer flour middlings and red 
dog for prompt shipment. This had a 
tendency to keep the market tone on 
heavy feeds easy. However, during 
the past few days considerable ton- 
nage of heavy feeds has been disposed 
of with some mixed feed manufactur- 
ers buying more heavily of this type 
than usual, due to the scarcity of other 
varieties, as a result there is virtually 
ne nearby stuff pressing the market 
and mills are well sold ahead on heavy 
feeds the same as ‘bran and middlings. 

The market on linseed meal has also 
held firm with prices tending slightly 


are a little more free than prompt or 
December, the offerings coming in 
principally from jobbers, however, and 
not from the mills. Most handlers are 


jobbers and mixed feed manufacturers 

in southern and central states territory 

being intermittently in the market. 
About the only feature to the north- 


upward. Crushers generally have a 
good volume of business on their books 
but the matter of securing shipping 
directions has at times been trouble- 


3 Years Service-N Repair Expense! 


The following extract from a letter of Harrell Feed & Coal Co., 
Dyersburg, Tennessee, again emphasizes the economy, long life and 
necessity of a “Jay Bee” mill to put you on the road to real mill- 
ing profits. 

“We have had our ‘Jay Bee’ mill now about three years. So far we 
have not been out a penny on it for repairs of any kind, and it seems 
to be in as good condition now as when we bought it, and grinds just 
as fast. We see no reason why our mill should not last practically a 
lifetime, as there is nothing about it to break, wear out or give 
trouble. We have many times gotten pieces of iron and steel in the 
mill, which resulted in seemingly no damage. 

We are exceedingly pleased with our ‘Jay Bee’ and would not think 
of running a feed or grinding business without it. It is without 
doubt the best all around grinder on the market. No one can possi- 
bly make a mistake in buying a ‘Jay Bee.’” 


After 34 Years Says No Mill Like “Jay Bee” 


“During my 34 years’ experience in the milling business, I have run 
every type of feed grinder including the old stone burrs, top runners, 
rolls, single and double attrition mill and now for the first time in all 
these years we havea real mill (the ‘Jay Bee’) which gives us satis- 
faction in every way. 

“There are a great many. ways in which the ‘Jay Bee’ is a decided improvement—no dust, larger capacity, no 
heating, freedom from and best of all, we can do a real custom job of grinding — coarse, fine 

» as customer desires.’’— Jacobs Custom Mill, Gambier, Ohio. 


Over 7,500 “Jay Bee’’ mills in daily use. There’s a reason. It is the best mill—cheapest when the work is done. 


Write for descriptive literature. Sizes and styles to meet every grinding requirement. 
Manufactured by the Bossert Corp., Utica, N. Y., the world’s largest manufacturer of hammer feed mills. 


J. B. SEDBERRY, Inc., 160 Hickory St., Utica, N. Y. 
J.B. SEDBERRY CO., 819 Exchange Ave., Chicago, Ill. 


Jay Bee Sales Co. $11.513 Terminal Warchouse Bidg., Omaha, Neb. 
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some and occasionally some price con- 
cessions have been made in order to 
secure shipping directions with order. 
During the past week shipping direc- 
tions have been more satisfactory and 
mills at present are holding their prices 
independently firm. Jobbers are mak- 
ing the best quotations and jobbers 
prices range from 50c to $1.00 per ton 
under mill prices. 

The cottonseed meal market has also 
worked irregularly higher, the princi- 
pal advance taking place more in dis- 
tributing markets than at crushing 
centers. For some time distributing 
markets were comparatively lower 
than shipping points, due to the fact 
that re-sellers had meal coming below 
the market which was being offered 
at less than replacement price. With 
this stuff mostly sold up, fresh quota- 
tions are now representing full ship- 
ping cost over crushing center quota- 
tions. Gluten feed has also been mov- 
ing readily into consumption and prices 
are held steady. January shipment is 
heing held at 50c per ton premium over 
the December price. 

Feeds today for prompt shipment in 
straight carload lots are quoted f. o. 
bh. Minneapolis as follows: Standard 
bran, $29.00 to $29.50; pure bran, 
$29.50 to $30.00; standard middlings, 
$29.00 to $29.50; flour middlings, $32.00 
to $34.00; red dog, $36.00 to $38.00. 


WHEAT 


SCREENINGS 


FARMERS’ ELEVATOR CO,, 
Stockton, Minn., will soon have its 
new plant completed. It will be elec- 
trically equipped and will have a capa- 
city of 15,000 bushels. 


EDWARD HYMERS, a partner in 
the firm of Jackson Bros. & Co., Chi- 
cago, has been elected to membership 
in the Milwaukee Chamber. of Com- 
merce. He replaces james Cairns, 
who has retired. 


ELMER F. PAETOW, Henry 
Rang & Co., has been elected to mem- 
bership in the Milwaukee Chamber of 
Commerce. 


SPRINGFIELD MILLING CO., 
Springfield, Minn., is making plans for 
the early erection of a fireproof eleva- 
tor of 150,000 bushel capacity to re- 
place the structure destroyed by fire 
recently. 


HOARD LUMBER CO., Sharon, 
Wis., recently incorporated with a cap- 
ital stock of $75,000, has purchased the 
property of the Wisconsin Grain Co., 
and will now deal in lumber, feeds, 
grains and hay. The officers are F. E. 
Hoard, president and treasurer; H. M. 
Thompson, vice-president, and W. G. 
Church, secretary. 


STRAIGHT CARS 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


‘**FOR BETTER SERVICE’’ 


(We Own And Operate A Mill And Elevator) 


(GROUND AND UNGROUND) 


Get Our Samples and Prices 


MIXED CARS 


MILL FEEDS 


SPECIALIZING IN ALL TYPES OF SCREENINGS © 


OILMEAL 


DEALERS! 
DO Ooo 
= 
ts Now is the time oe 
Oo to stock the als 
OO 
complete 
oo KEIPPER LINE OF a0 
po POULTRY SUPPLIES. oo 
= 
= Keipper Cooping Co, 
5c The New By-Pass Keipper Coal Brooder MILWAUKEE, WISCONSIN ne 
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HENRY ZIMMER, Woodland, IIL., 
has been appointed manager ‘of the 
Farmers’ Co-operative Elevator Co. 
He succeeds John Curtis. 


BEN INAM has been made manéa- 
ger of the new Barron, Wis., branch 
of the New Richmond Roller Mills Co. 


R. S. MOSLEY CO., Buffalo, N. 
Y., has incorporated with a capital 
stock of $25,000. The firm will deal 
in grain and feeds. 


BORGEMOEN & HRUNEK have 
purchased the business of John V. 
Sturner, Curtiss, Wis. The new part- 
ners are Olaf Borgemoen and Frank 
Hrunek. 


L. J. LANGE, of the firm of Lange 
& Hartzheim, Beaver Dam, Wis., was 
saved from death from monoxide poi- 
soning by the chance visit of an in- 
surance agent. The agent called at 
the Lange home and found no one 
there and just as he was leaving heard 
the motor of an automobile in the 
garage. He went back to the garage 
and found Mr. Lange’s unconscious 
form on the floor. Carrying him out 
into the fresh air the agent summoned 
a physician and Mr. Lange regained 
consciousness after several hours. 


SUCCEEDS F. B. MORRISON 

Gustav Bohstedt has been appointed 
to succeed F. B. Morrison on the ani- 
mal husbandry staff of the Wisconsin 
experiment station, University of Wis- 
consin. He has been engaged in sim- 
ilar work at the state agricultural col- 
lege of Wooster, Ohio, Iowa State 
College and the University of Wiscon- 
sin, where he assisted Professor Mor- 
rison in compiling the 1915 revision of 
Feeds and Feeding. He will now di- 
rect the research work in animal 
husbandry at the University of Wis- 
consin. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 
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Too Easy With Credits 
In The Feed Business 


The Products You Sell Are Perishable And Can’t Be Reclaimed 
Accounts On The Books Cut Profit And Are A Scource Of Worry 


FEW years ago a feed store, 
A which had been doing a pros- 

perous business in one of our 
scuthern cities, was forced into bank- 
ruptcy. The move was a surprising 
one to those who were not well ac- 
quainted with the inside affairs of the 
business, for, seemingly this firm was 
enjoying an excellent business. It had 
a number of employees on its payroll, 
appeared to have a large number of 
customers, and was always busy. 

A report of its business affairs, how- 
ever, showed that while it had been 
doing a very good business, most of it 
had been on paper. The proprietor 
was one of those well-meaning indi- 
viduals who is too easily talked into 
helping the .other fellow along, with 
the result that his own business sm- 
fered for the sake of others. 

General Conditions Favorable 

He had a good location. He had 
an attractive store and a well-arranged 
stock. The place was always neat and 
clean. He had a good group of em- 
ployees who took an interest in the 
business. His delivery system was ef- 
ficient and the drivers courteous. But 
in this chain was one weak link which 
undermined the whole structure: He 
was too easy with his credits. 

Few merchants place sufficient value 
and appreciation on their stock of mer- 
chandise. They see the goods on their 
shelves or in their warehouse and ex- 
pect so much money—so much profit 
from them. Later, when the goods 
have een sold, they are surprised to 
learn that the profitable returns on 
which they had planned have not ma- 
terialized, and they are at a loss to 
explain the cause. 

Stock Is Your Investment 

When $100.00 is invested in an order 
ot goods, it is the same as money “in 
fioat” or held in suspense. The money 
is not thrown away or lost. It has 
been invested for merchandise which 
in turn is to be sold for money. It is 
a transaction of trade. But, if this 
transaction is to be carried on through 
according to the principles of business 
so that an amount will be-allowed for 
the operating expenses and a fair pro- 
fit left, then there must be an account- 
ing of each sale together with the 
money received. 

For the purposes of illustration, let 


us assume that a merchant sells a bill 
of goods totaling $1,000.00. His cost 
will be around $500.00 and his over- 
head will amount to $300.00. His 
profit on this sale then would amount 
to $200.00. But, let us say, the order 
has been sold on credit. In such a 
case, two items enter into the trans- 


action, both of which must be given 


consideration. In the first place the 
nioney which he had planned on get- 
ting back from this merchandise is 
held up. In the second place, any sale 
which is closed without the money in 
hand becomes a risk and remains in 
that state until the price has been fully 
paid. 
Feed Can’t Be Re-Possessed 

In the matter of feed, an important 
point must be considered before credit 
is allowed. Feed is a perishable pro- 
cuct. It is not like a set of furniture 
on which something could be re- 
Claimed. It is not like an automobile, 
a radio set, or a suit of clothes. All 
of these things retain something of 
value which may be repossessed in 
case the bill is not: paid within a rea- 
sonable time. But in a sale of feed, 
the entire order may be consumed long 
before payment is made and there is 
nothing which can be taken back. 

Court action is never satisfactory. It 
is expensive and when a judgment is 
rendered it is of little or no value un- 
less a prompt collection can{ be made. 
There are millions of judgments which 
have been handed down and filed 
which are not worth the paper they 
are written on since the person affected 
is not worth anything tangible which 
may be sold to satisfy the judgment. 

How Credit Is Dangerous 

Returning to the sale of feed amount- 
ing to $1,000.00. If the money on this 
sale is collected within 30 days, a fair 
profit has been made. If the proprie- 
tor of the feed store must wait 60 days 
or up to six months, the interest in- 
volved on this investment will cut in 
on the criginal profit, and the business 
will be hampered by the lack of this 
money to carry on; to buy new mer- 
chandise and sell. 

If the value of this order is lost, it 
not only means that the profit has 
been lost, but it also means that the 
profit on four other orders of similar 
size has been thrown away. It means 
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that feed to the extent of $4,000' with 
a similar ratio of profit must be sold 
before the business will show any pro- 
fit again. 

There is another point: Let us as- 
sume that a dealer buys 100 sacks of 
feed at 50 cents per sack. The cost 
ot the order to him will be $50.00. He 
figures that his overhead on this order 
will take another $40.00. Then he 
plans for a net profit of ten per cent 
on his investment. So he sells the 
sacks at $1.00 each, expecting a total of 
$100.00 revenue on the order. 

Effect of One Poor Sale 

By asidious advertising and _ sales- 
uianship he sells a large part of the 
order for cash. Then the sales drop 
off a bit and he soon finds himself left 
with ten sacks. He has an opportunity 
to sell out the lot on credit, and is 
glad to let them go on these terms 
so he can clean up the order. 

Unfortunately for him, however, this 
last sale did not prove a wise one. 
The party to whom he made the sale 
is a poor credit risk; a man who has 
a reputation for not paying his debts. 
Strong efforts are made for a few 
months to collect this account; then, 
on account of its being of only nominal 
size, the owner considers it better to 
drop the account than to hire a lawyer 
and force payment. 

And it is right here that a very im- 
portant point makes itself evident: 
That single order has wiped out the 
profit on the entire shipment. The 
$10.00 which represents the sale price 
of that order, also represents the deal- 
er’s profit on the original order of 100 
sacks. All his efforts, then, have been 
in vain. He has paid for the feed, he 
has paid his overhead, but his own 
profit has been lost through one bad 
account. 

Investigate Credit Buyers 

The cure for such troubles lies not 
in the courts, not in sending out sharp 
collection letters, but in nipping the 
disease at its beginning—in the sale. 
An open account is defined as an ac- 
count which should be paid up in full 
every 30 days. Statistics, however, 
have proven that the average account 
will run from 60 to 90 days, and many 
a great deal longer. 

One good plan is to charge a flat 
rate of ten per cent for all such ac- 
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Boost The Feed Bag To Firms You Do Business With ‘oun's_teeardiess of how long they 


run, with the provision that if they 
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“ 

00 00 the ten per cent carrying charges will 

no 4 refunded. This plan applies partic- 

D a | r R t | n ularly to individuals and firms of ques- 

oO Oo or the firm working on a small cap- 

ay a HAS STOOD THE TEST FOO sital, it is the best plan to open credit 

BS Dairymen who are using this feed recom- 94 accounts only to those who have an 

oo mend it highly, and we guarantee it to in- GO A-1 credit rating and to have a dis- 

ae crease the milk flow. OO tinct understanding that all bills will 

oo Ne Screenings or Qat Hulls}, no be paid as soon as presented. It is not 

always easy to manipulate such agree- 

oo WRITE FOR SAMPLES AND PRICE. OO ments, but it must be remembered that 

=. WISCONSIN MILLING COMPANY tan OO it is either a matter of making the col- 
ae oo lections or going out of business. 


money. Credit is merely a conven- 
ience. If you would do away with 
many of your worries and assure your- 
self of consistent profits, watch your 


B U Y credits. 

FARMERS’ MILLING & ELEVA- 
TOR CO., Ellendale, Minn., is install- 
ing a modern attrition mill in its plant. 

The Genuine Live Reef JOSEPH HARTLEY & SONS 


CO., East Chicago, Ill., has been in- 
CRUSHED OYSTER SHELL FOR POULTRY 


. corporated to deal in feed. The incor- 
Packed in new 100 lb. burlap bags. porators are Joseph Hartley, Sr, 


oe George H. Hartley, Joseph D. Hart- 
CHICK, MEDIUM and COARSE Grades ley, Jr., and John D. Hartley. 


Quality and Service Unsurpassed 


: All Goods Guaranteed MORE MILK NOW 


The Crushed Oyster Shell Company wit 


ah CORN 
GLUTEN 
Fire Prevention Service 


23% Protein 
@ Indemnity in various forms can be purchased almost any- 
where but fire prevention service is not necessarily included. 
The man with a going business knows that a fire loss is going 
to cost him over and above his insurance money. These 
consequential losses come out of his own pocket. 


@ Mutual Insurance includes fire prevention service. It is for 
the careful man who would avoid the losses incident to a fire 
and who wishes his insurance cost predicated on that basis. 


Don’t wait until it is too late 
to book your requirements 


of Douglas Feeds. More 
dairymen, every day are 
finding these to be the ‘‘cow 
feeds that pay.”’ For fur- 


ry (©) ther information, samples, 
and prices, write us. 
INDIANAPOLIS" IND. 
J. J. FITZGERALD, C. R. McCOTTER, 
Secretary-Treasurer Western Mgr. and Asst. Secy. Ss 
810 Guaranty Building 300 Keeline Building PENICK & FORD Ltd. Inc. 
INDIANAPOLIS, INDIANA OMAHA, NEBRASKA Cedar Rapids, lowa 
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| BILOXI, MISS. N 
| 
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FEED 
20% Protein = 
hat Pay 
\ 
; 


District Club 


Is Organized 


At Madison Meeting 


(Continued from Page Sixteen) 


Wisconsin Rapids, Wis.; F. Kern, 

Sparta Produce Exchange, Sparta, 

Wis.; and Secretary Steenbergh. 
Power Company Competition 

Mr. Becker called attention to the 
fact that the Wisconsin Power & Light 
Co. operates two waterpower mills, 
one at Albany and the other at Monti- 
cello, and grinds grist for eight cents 
a bag while established feed dealers, 
who must buy their power from the 
Wisconsin Power & Light Co., are 
forced to charge 12 to 15 cents a bag 
in order to break even. Mr. Becker 
expressed the opinion that he did not 
believe this type of competition was 
strictly fair and advised the dealers 
that he was taking the matter up with 
the Wisconsin Power & Light Co. in 
an effort to remedy the situation. 
Topics discussed by the other speakers 
liave been presented in The Feed Bag 
from time to time and are familiar to 
niost of our readers. 

The following dealers were in at- 
tendance: 

Joseph Breuling, Belleville, Wis.; 
W. J. Borst and William Borst, Wm. 
Borst & Son, Brooklyn, Wis.; Jac. A. 
Bowar, Bowar Bros., Cross Plains, 
Wis.; Math Esser, Math Esser & Son, 
Dane, Wis.; Arthur and Andrew Hal- 
sor, DeForest Elevator Co., DeForest, 
Wis.; E. S. Baker and Everett Border, 
Baker & Peck, Janesville, Wis.; E. C. 
Wearing. Linden Lumber Co., Linden, 
Wis.: Peter Evenson, McFarland, 
Wis.; A. F. Hoffman, Hoffman Feed 


Co., Madison, Wis.; I. Rosen, Alex 
Sinaiko, Madison, Wis.; Fred Boden- 
stein, Moehlman Grain & Produce Co., 
Madison, Wis.; J. R. Green, Green 
Grain & Feed Co., Middleton, Wis.; J. 
G. Hoffman, Wm. Hoffman Co., Mid- 
dleton, Wis.; W. L. Huson, Martin 
Calf Feed Co., Mineral Point, Wis. 
John A. Becker, Wm. A. Becker Co., 
Monroe, Wis.; J. L. Kleckner, Kleck- 
ner Elevator Co., Neillsville, Wis.; Pe- 
ter E. Hefty, Hefty Bros., New Gla- 
rus, Wis.; J. S. Cusick, Oregon, Wis.; 
Linden H. Cuff and Robert J. Cuff, 
H. A. Cuff & Sons, Portage, Wis.; F. 
Kern, Sparta Produce Exchange, Spar- 
ta, Wis.; F. P. Scheldrup, Stoughton, 
Wis.; S. S. Gorden, D. E. Lutchler, 
J. H. Niglis, and E. O. Therkelsen, 
Verona Supply & Sales Co., Verona, 
Wis.; C. J. Schmidt, Waunakee, Wis.; 
Geo. W. Stehr, Waunakee, Wis.; D. 
W. McKercher, McKercher Milling 
Co., Wisconsin Rapids, Wis.; F. N. 
Phillips, Wyocena Farmers’ Co-opera- 
tive Co., Wyocena, Wis. 
Manufacturers’ representatives and 
others present were: A. J. Cramer, 
Dairy Extension, Madison, Wis.; W. 
B. Griem, Wisconsin Department of 
Agriculture, Madison, Wis.; W. W. 
Sylvester, Iowa Milling Co., Madison, 
Wis.; R. E. Tyson, Quaker Oats Co., 
Madison, Wis.; David K. Steenbergh, 
‘he Feed Bag, Milwaukee, Wis.; L. A. 
Williams, Chapin & Co., Milwaukee, 
Wis.; R. A. Biddick, Brooks Milling 
Co., Minneapolis, Minn.; Jas. J. Mc- 
Namee, C. F. Tillma, and A. E. Wed- 


OVER SIXTY-TWO YEARS OF SATISFACTION 


TRADE REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN 


<a 


MILWAUKEE 


L. TEWELES SEED CO. 


WISCONSIN 


ni, Pillsbury Flour Mills Co., Minne- 
apolis, Minn.; C. S. McLean, Wabasha 
Roller Mill Co., Wauwatosa, Wis. 


BAXTER GRAIN & COAL CO., 
Baxter, Ia., will rebuild its elevator 
destroyed by fire recently. 


D. J. PETERS, Cleves, 
erect a feed mill. 


Ta., will 


IRA ELEVATOR CO., Ira, Ia., has 
been incorporated for $10,000 to 
handle grain and feed. 


DAVENPORT ELEVATOR CO., 
Davenport, Ia., is building a three 
story building to be used for a dryer 
room. 


Bigger Profits 
By Making 


Poultry 
Mashes 


our present volume of 
business may be satis- 
factory, but what about 


profits ) 
Take the first steps to BIG- ® 
GER PROFITS by making 


your own feeds and poultry 
mashes. 


We will send you complete 
information, showing how 
hundreds of mills and eleva- 
tors are profiting by making 
THEIR OWN mashes, and 
using our free dealers’ service. 


Further information free on 
request. 


THE 
Jersee Co. 


DIVISION IV 
Minneapolis, Minn. 


Attach This Coupon to One of 
Your Letter Heads NOW ! 


THE JERSEE CO., Minneapolis, Minn. 
GENTLEMEN: 
Send at once further information 
regarding the mixing of Poultry Mashes. 
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Boost The Feed Bag To Firms You Do Business With Helps In Selling Flour 
Through Grocers 


Put a poser up to the American peo-' 
ple, and they are game! Americans 
like to match their wits against a puz- 
zle or problem, as the great vogue of 
cross word puzzles proved. All of 
which gives a tip to the feed store 
anxious to arouse quickly the, interest 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 


MEAT SCRAPS cost you one cent more than 
: rep Feed Co., Pearl street, Boulder, 
: the other kind. Colorado, took the local agency for the 
we Darling & Company Hungarian Flour Mills, Denver, and 


a campaign to get grocery store dealers 
and retail customers was undertaken. 
The company is located on the out- 
skirts of the main retail district. Win- 
dow displays here might seem to have 
very low possibilities, but a huge sack 
of flour was exhibited, and the public 
challenged to estimate the weight. 
Queen Wheat Feed Hundreds entered the store to give 
their estimates of the weight of the 
is NOT a manufactured bag. The closest estimate was within 
two ounces of the actual weight which 


feed but a Pure Wheat was 228 pounds, 10 ounces. The basic 
2 ¥ idea is a good one, and can be used in 
offaland consists of mill- | promoting feeds. 


A giant bag of poultry feed, or bran, 
run Low Grade F lour, or corn, or stock feed can be put in 


he window. The mere size of it will 
ddlings and | 
= WHEAT FEED Red Dog Mi 8 make people stop and look. If your 
— Bran, Screenings not exceeding mil run —| Bran. store doesn't care to have the esti- 
-— GRUDE PROTEIN 15.7% mates, put a large display card near the 


CRUDE FAT - - 4.6% ( 
Can furnish QUEEN in straight giant sack like this: “A big bag, yes, 


< 


Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
- LaBUDDE FEED & GRAIN CO. Milwaukee 


CRUDE FIBRE - - 83% — 
— ST. PAUL, MINN. 


ad 
Office 315 Corn Exchange or mixed cars with CHERO- 
MINNEAPOLIS, m2 KEE PURE BRAN and CHE- 


ly was used by this same store, of 
which J. H. Rand is principal owner, 
was color lighting for the window dis- 
play. The introductory campaign has 
lined up about half of sll grocers in 
town as customers. Sales promotion 


has included women systematically 
Mn canvassing the town with a talk on 


= > WE SELL DEALERS ONLY « ~~ Hungarian flour, taking orders when 


2 HOUR SERVICE ers. The Prep Feed Co. calls weekly 
ON MIXED CARS 


cn all dealers. Before Hungarian flour 
Carry the Stock 


was taken on, the Prep Feed Co. had 
not participated in the local flour trade. 
MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


ROKEE MIDDLINGS. 


We sell direct to dealers. Exclusive sale is given to one dealer in eaeh town. 


jit: 


WHEN TRADING IN 


GRAIN FUTURES 


Ghe 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% HADDEN GRAIN CO. 
RED OAK SWEET DAIRY 16% MILWAUKEE 


RED OAK WHEAT FEED 
RAPIDS DAIRY: 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


Serves the Best 


44 YEARS IN THE 
GRAIN TRADE 


at MILWAUKEE 
McKERCHER MILLING CO. Phone 10 CHAMBER OF 
WISCONSIN RAPIDS, WISCONSIN Broadway COMMERCE 


6 4 2 roun oor, 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


SALESMANAGER WANTED 


Experienced salesmanager familiar with 
Eastern territory wanted by eastern Penna. 
feed manufacturer. One with knowledge of 
transit traffic preferred. Write W12X3, THE 
FEED BAG, Milwaukee. 


FEED MIXER WANTED 
WANTED: Feed mixer, about 1,000 lb. 
capacity. We wouid like to hear from_any- 
one having a used mixer for sale. Write 
S. H. VAN GORDEN & SON, Black River 
Falls, Wis. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 


JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


BRIGHTON MILL & ELEVA- 
TOR CO., Fairfield, Ia., was recently 
aestroyed by fire. The loss is esti- 
mated at $30,000. 


A. J. LEAKE elevator, Audobecn, 
Ta., was recently destroyed by a fire 
of unknown origin. About 1,500 bush- 
els of corn and 9,000 bushels of oats 
were destroyed. 


in MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


WHEN 


Mention The Feed Bag When Writing Advertisers 


Get Parks’ Direct Mill Contracts 


ANYTHING IN THE FEED LINE 

Dried Butter Milk Powdered Skim Milk 
Cottonseed Meal _ Linseed Meal Bone Meal 
Oyster Shells Screenings Coarse Grains 


J. P. PARKS, Broker 


Direct Manufacturers Representative 
400-401 New England Bidg. KANSAS CITY, MO. 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


oo000000 


00 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 
Quality and Service Guaranteed 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE | 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both, Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 


HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 
Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our motto is: ‘‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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The Feed Bag Is Your Paper, Help It By Boosting 


Allis-Chalmers 
Vertical Grinder 
WITH 


ENCLOSED 
VENTILATED TYPE 
MOTOR 


Has all of the features of a double head at- 
trition mill in little space and at low cost. 


ALLIS-CHALMERS MFG. CO., Milwaukee, Wis. 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL-PHELPS COMPANY 


616 Corn Exchange Bldg. Minneapolis, Minnesota $5 


00 


00 


oo 
00 


LESS GRIT TO BUY, MORE EGGS TO SELL 

Because of super-availability and natural balance of 
needed minerals, poultiy will eat only about half as 
much PEARL GRIT as of other grits or shells, yet egg 
production will be increased to the maximum. 

- MARYLAND POULTRY DEPARTMENT SAYS 

The Limestone ren consumed 434 less material and laid 20% more eggs.” 
Our enormous advertising program is carrying this message to the poultrymen 
and you should be in position to supply the demand. 
' A YEAR ROUND PRODUCT 

There is a year round demand for PEARL GRIT. During the winter and fall 
laying season, PEARL GRIT is in demand to supply the necessary lime for the 
heavy egg production of this season. During the spring months, there is an 
enormous market for No. 1 PEARL GRIT for baby chicks. Every experimental 
college and professional poultryman in the country, recommends No. 1 PEARL 
GRIT to furnish the necessary lime for 1apid gain. 

WRITE FOR PRICES 
AND INFORMATION REGARDING PEARL GRIT 


Tt is made in three sizes for laying hens, growing birds and baby chicks. 
THE OHIO MARBLE COMPANY, Piqua, Ohio 
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JOS. J. SCHOOR, Eureka, IIl., has 
been appointed manager of the Eurcka 
Farmers’ Elevator Co. 


C. L. AUSTIN and H. J. Meyers, 
Round Grove, Ill., recently purchased 
the Round Grove elevator from James 
Mathew. 


ALVA MURPHY, Thomasville, III., 
will rebuild his elevator destroyed by 
fire recently. 


FEED STORE WINDOWS 

A down town feed dealer, the Simp- 
son Co., of Denver, Colo., is able to 
display bulk poultry feeds in a small 
window, yet have abundant space for 
other merchandise through use of an 
inexpensive window display accessory 
—glass sections, about 15 inches wide 
and 30 long. 

With them, the store sets off corners 
of the window at either end near the 
street. A triangle is created, the in- 
ner side of which is the upright glass, 
and the bulk feed with names and 
prices, is displayed. The mixture is 
shown, thereby, so near the street that 
passers can easily identify the various 
ingredients. 

The Simpson store has used the idea 
for considerable time, and has found it 
satisfactory. 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned 37 pound No.3 white 
oats. They will please your 
trade. 


Operating Elevator ‘‘L”’ 
MINNEAPOLIS, MINN. 


Bag Lots -- Ton Lots | 


| Dadmun- LaBudde 
| Company 


Makes Hens Lay 
ULTS 
COD LIVER OL | 
jCOLONIAL BUTTER SALT} 
PEARL GRIT | 
| | 
a 


NEW RICHMOND ROLLER 
MILLS CO., New Richmond, Wis., 
cpened its new molasses feed plant 
Nov. 17. The mill gives them an added 
capacity of 12 carloads per day. 


KELLNER BROS. CO., Manito- 
woc, Wis., are erecting a 45x90 store 
warehouse building. 


F. W. WAGNER, Williams, Minn., 
has purchased the feed store of the 
Northern Farm Products Co. 


OSBORN HAY & MILLING CO., 
Oshkosh, Wis., is erecting a feed 
warehouse. 


THOMAS MARTIN, Monticello, 
Tll., has purchased and will operate the 
feed business of George Smith. 


CHRISTIAN COUNTY GRAIN 
CO., elevator, Clarksville, Ill., was de- 
stroyed by fire recently. The loss of 
$15,000 was partially covered by in- 
surance. 


WALTERL | EXECUTIVE 
SCHROEDER. OFFICES 
PRESIDENT MILWAUKEE 


HOTELS 


Duluth 

HOTEL DULUTH 
Fond duLac 

HOTEL CALUMET 

HOTEL RETLAW 
Green Bay 

HOTEL NORTHLAND 
Madison 

HOTEL LORAINE 


Milwaukee 
HOTEL ASTOR, 
HOTEL WISCONSIN 
HOTEL SCHROEDERT 
Under Construction 


Wausau 
HOTEL WAUSAU 


FIREPROOF Sleep in Safety / 


S 


| 


==} 


STOP! LOOK! LISTEN! 


IE have the best quality of CORN this year we 
have handled in many years, all No. 2 so far as 
quality is concerned. 


If you want this kind of corn, place your inquiries 
with us and you will get the best that money can buy. 
Result, satisfied customers and more of them for you. 


Can furnish both corn and oats, straight or bulk-head cars. 


Western Terminal Elevator Co. 
SIOUX CITY, IOWA 


000000 
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SWEET DAIRY FEE 
16144% PROTEIN 
oo 
MANUFACTURED BY 
00 00 
oo MINNESOTA FEED COMPANY sis 
o50 MINNEAPOLIS, MINNESOTA oo 
ie Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds oe 
an Shippers of Corn and Oats—Write for Samples and Prices ae 
0000000000000 


MIXED 


| 


16% Protein 5% Fat | 


Low in Fibre Content 
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AN EXCELLENT 


Dairy Feed Feed 


ATTRACTIVELY PRICED 


CORN --OATS-- BARLEY 
MILL FEED--LINDSEED MEAL 


| 
Broadway 4961! | | 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 


Operating | 
Cc. & N. W. RAILWAY ELEVATORS | 


Brokers for 
CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 


AT MILWAUKEE 
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LORIN H. LARSON is installing 
a feed mill at Luverne, Ia. 


SCHOON & HUBBARD, Monti- 
cello, Ia., are erecting a feed mill. 


NATIONAL ELEVATOR CO., 
Cannon Ball, N. D., are constructing a 
grain elevator. 


HARRY RAYHUEK, Clyde, Wis., 
has purchased the grist mill from Ed. 
Flynn. 


INSTALLING FEED MILL 
Equity Farmers’ Co-operative Asso- 
ciation, Grantsburg, Wis., is installing 
a feed mill. 


FRANK GODFREY, Elliott, Ia., is 
erecting a feed mill. 


HERMAN FROEHLICH, Glen- 
beulah, Wis., is erecting a new eleva- 
tor. 


HERMAN GERBER, Murray, 
Wis., is erecting a warehouse which 
he will use as a feed mill. 


RALPH AND ROY DRAKE and 
D. F. Bible have purchased the City 
Grist Mills, Montpelier, Ohio, from 
Storrer Brothers. 


BENNETT SOLINE has been ap- 
pointed manager of the Anderholm 
Flour & Feed store, Joel, Wis. 


D. M. SMITH, Manly, Ia., has been 
appointed manager of the Farmers’ 
Grain & Elevator Co. He has been in 
the employ of the company for sev- 
eral years. 


EVERETT WHITEHEAD and 
Harry Clipperton, Sherburn, Minn., 
have rented a building which they are 
remodeling for a seed warehouse. 


NEW JAY BEE MILLS 

Jay Bee Feed Mills have recently 
been installed in territory served by 
The Feed Bag at the plants of the fol- 
lowing dealers: 

Follett & Emert, Dewar, Ia.; L. W. 
Loy & Son, Brookville, Ohio; Frank 
Vance, Findlay, Ohio; Farmers’ Equity 
Union Exch., Crestline, Ohio; Johnson 
& Sons Mlg. Co., Terre Haute, Ind.; 
M. E. & C. L. Mead, Pataskala, Ohio; 
Battle Creek Food Co. Battle Creek, 
Mich.; Galbraith Elevator Co., Newell, 
Ia.; George H. Nicht, Auburn, N. Y.; 
Chalmers Grain Co., Chalmers, Ind.; 


jefferson Milling Co., Charlestown, W. ~ 


Va.; H. F. Shipton, Clarmont, Ia.; 
Cherry Fork Mlg. Co., Winchester, 
Ohio; Fiske Milling Co., Davenport, 
Ia.; Stoneboro Flour & Feed Mill, 
Stoneboro, Pa.; Richmond Milling Co., 
Broadacre, Ohio; Waldo Co-operative 
Elevator, Waldo, Ohio; Geo. Q. Moon 
Co., Binghamton, N. Y.; R. C. Fritz, 
Waterloo, Ind.; Napanee Elevator Co., 
Napanee, Ind.; Glenn Yeater, Ashland, 
Ohio; K. F. Sonner, Noble, Ill. 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


34 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


NOPCO_ 
COD LIVER OIL 


Write for Literature 
and Prices. 


THE LAY-EGG COMPANY 


MILWAUKEE, WIS. 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine 
Ground Hulls 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


602 Corn Exchange Bldg. 


MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


Attention 
SHIP 


OY |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


Consign Your Grain To 


HENRY RANG & CO. 


MILWAUKEE 


We offer Two-Market Service 
Between Milwaukee and Chicago 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF: 


WM. R. MADDEN 


TO 
UERGER COMMISSION CoO. 510 Mitchell Bldg: 


ESTABLISHED FOR OVER THIRTY YEARS 


Milwaukee, Wis. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


NEW CROP 


DRIED BEET PULP 


Straight carlots and also in mixed carlots with GROUND 
FEEDS, OIL MEAL, MILLFEED and ‘POULTRY FEEDS. 


MANEY BROTHERS MILL & ELEVATOR CO. 


MINNEAPOLIS, MINN- 


Telephone Main 1864 


Storage 


Excellent Feed Storage Facilities. 
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No-Milk Calf Food 


LEADER FOR 43 YEARS<—@ 


National Food Company 
FOND DU LAC, WIS. 


Negotiable Warehouse Receipts Issued. 
ASK US FOR OUR LOW STORAGE RATES. 


Storage 
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SMILWAUKEES morning and--in course of conversation 

~-told us that Cream of Corn Gluten was without 

ae question the best Gluten they ever handled. on 

Easier to sell-- gives greater satisfaction be- 

Established 1880 ag oo 

P AINE WEBBER Sa cause it contains all of the richness and Cream ata 

9 00 00 
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sre et as Booking now for December at $33.00 ale 

NEW YORK STOCK oo For January at $33.50, bulk basis, Chicago ale 

CHICAGO STOCK ao prices guaranteed. =e 
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EXCHANGES TRY CREAM OF CORN 

DETROIT STOCK OO oO 

EXCHANGE oo oo 

NEW YORK COTTON oo oo 

CHICAGO BOARD 

OF TRADE 00 oo 
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04-100 st. | LABUDDE FEED & GRAIN Co. 

Telephone Broadway 8700 Ba MILWAUKEE, WISCONSIN BB 

MILWAUKEE 

E. J. Furlong, Resident Partner O00 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


@ Wehandle all kinds 
of feed and offer the 
best possible service to 
the retail feed dealer. 
Write for our quota- 
tions and let us keep 
you posted on the 
Minneapolis market. 


Special Attention to Hedges 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 


Esrasuisnep 1894 


PRINTERS 


I. S. JOSEPH CO., Inc. 


344-346 MILWAUKEE STREET Minneapolis, Minnesota 


Broapway 1076 WISCONSIN 
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The feed Bag 


“*The Dealers’ Paper™ 


Vol. 3. No. 12. DecemBeR, 1927 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 


The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1927, Editorial Service Co.,Inc. 
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100 LBS. NET 


LINSEED MEA 
FLAX SCREENINGS 


MANUFACTURED BY 


STUHR-SEIDL COMPANY 
MINNEAPOLIS, MINN. 


INGREDIENTS 
PURE O. P. LINSEED MEAL AND GROUND 
FLAX SCREENINGS. 


ANALYSIS 
MINIMUM CRUDE PROTEIN 90.0% 
WAXIMI 


The leading brand of 30% 
Meal. A little higher in 
price because it contains 
a larger percentage of 
Pure Linseed Meal than 
other brands. We are 
getting repeat orders for 
Minnehaha in Wisconsin 
and other states. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 
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FRANKE GRAIN CO. 


Established 1892 
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GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 
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Christmas 


and a 


Prosperous New Year 


to all our 


Friends and Patrons 


Deutsch & Sickert 
C om p an y 400-402 Chamber of Commerce 


MILWAUKEE, WISCONSIN 
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True Waliue 


LADISH MILLING CO. 
MILWAUKEE, WIS. 


value 


With Cod Liver Oil 
and Cod Liver Meal 


EEDERS and Dealers alike have welcomed 
the new TRUE VALUE MASHES. Their 
| increasing repeat orders are the greatest evidence 

of their complete satisfaction. 


LADISH MILLING CO. 


MILWAUKEE, WIS. 


> | 

AA : 

E 
4 


‘THE HIGHEST PRICED FLOUR IN AMERICA 


AND WORTH ALL IT COSTS* 


Housewives like King Midas because 
they know it has all the goodness that can be 


put into flour. 


Ic is a tested all-purpose flour for 


bread, pastry and cake. Dealers like King Midas 
because its quality brings repeat business. There 


is no better four made. 


|.—King Midas Flour has un- 


equaled merchandising value. Its 
well-known high quality and uni- 
versal popularity make the account 
an unquestionable asset. King 
Midas Flour is a leader in Wis- 


consin today. 


2.—King Midas prices are 
maintained consistently reason- 
able in accordance with King Midas 
quality. This enables the dealer 
to satisfy his customers with re- 
spect to selling prices as well as 
quality and performance. 
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